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Your sales offer is the most pivotal tool in your business.  If 
you are not making offers the right way, you are not making 
sales.   

And the fastest way to grow your business is to know how to make the 
right offer, to the right people, at the right time.   

This is both an art and a science.   

What you are going to learn here is how to write and communicate in a 
way that gets attention and compels other people to buy what you are 
selling. 

Many people are intimidated by the idea of making a sales offer, and 
maybe you feel the same way. You don't want to come across pushy, 
salesy or desperate, right?  

You know that you can genuinely help massive amounts of people, if only 
you learned a simple technique for creating thoughtful sales offers 
that authentically connected with your prospects, and effectively 
communicates the value you have to share with them.



Here's what you'll be able to DO once you follow this 4 step Sales Offer 
Blueprint:

Step 1. Create Strong Interest & Desire
Right from the start, from your headline to asking for the “sale,” you will learn the 
simple techniques for creating a strong demand for what you have to offer. 

Step 2. Trigger Genuine Bonding & Trust
Through how you present your “credentials” and position your personal story, 
you will know exactly what to say and how to say it, in order to trigger an 
emotional connection with your audience. 

Step 3. Make The Right Offer The Right Way
Once you’ve created an emotional bond and a deep level of trust you’re going to 
learn how to move your viewer into a “buying state” because they will actually be 
selling themselves on what you have to offer them.  Here’s where you future pace 
and get them to imagine life after experiencing the value you have to offer. 

Step 4. Make Your Call To Action Irresistible 
This is where you remove any risk, affirm that they indeed can succeed with your 
offer, and make the steps to buying simple, quick, and easy!



First things first:  The 7 Psychological Barriers To Buying

To be effective, your sales offer, right from the start, must overcome the 7 
psychological barriers that cause all humans to say NO to any offer.  
Especially in the 21st century (when we are constantly bombarded with 
advertising and sales pitches), buyers resistance is at an all time high. 

Whether it’s in person, from the stage, online, or through the phone the process 
of overcoming buyers resistance is the same.  You must be able to address 
these 7 internal hurdles: 

1. “I don’t believe you.”
2. “How do I know you are qualified?” 
3. “You don’t understand my problem.”
4. “I can’t afford it.” 
5. It won’t work for me.”
6. “I don’t need it right now.” 
7. What happens if I don’t like it?”



This 4 Step Blueprint addresses these 7 psychological 
barriers in a very nonthreatening and conversational way.

Let’s be honest, most of the time, while we love to buy stuff, we hate being 
sold to.  Wouldn’t you agree?

Yet, selling is a crucial part of any business or life transaction.  Author Daniel Pink 
got it right in his book -To Sell Is Human!  Whether you believe it or not, or like 
it or not, we are all in the sales business.

It’s just the majority of us have never been taught how to do it in an authentic and 
professional way.  It’s “bad” selling that has given selling a bad name. 

This short blueprint, inspired by Davis Frey’s 12 step foolproof sales letter 
template, will shorten your learning curve and make your offers “pro-grade” in 
the shortest amount of time.  Using my background is “high stacks selling” I 
was able to condense his process down to the core essentials.

I created this 4 Step template for myself, so that I would always be able to 
systematically overcome these 7 psychological objections whenever I was 
crafting an offer.  Now, I’m sharing this cheat sheet with you!



Let’s break down each of the 4 steps so that you can 
understand what makes each of them work and how you 
can immediately put them into play for yourself.

Step 1:  Ignite Interest & Desire
Attention is a scarce commodity.  You must commend attention immediately and 
keep it by always giving your prospect a very good reason to keep focusing on 
you. 

The best way to do this is to evoke curiosity and “self-centered” desire. 

Your sales offer must do 3 things at the very beginning to capture and keep 
attention. 

1. Pattern Interrupt & Reframe (Capture Attention). 
2. State and magnify the problem (Elicit the Pain). 
3. Provide a desired solution with a big believable promise (Introduce the 

Pain Relief).



Step 2:  Trigger Genuine Bonding & Trust
Bonding and trust come from “common struggle” and “shared values.”  When a 
person understands your reason why, and sees how it connects to what your are 
offering them, they are more likely to like you and trust you.   

Therefore your sales offer must:

1. Illustrate “why” they should listen to you (authority & or credentials) 
2. Demonstrate the benefits from what you have to offer (what’s in it for 

them) 
3. Deliver Social proof (Who else besides you is vouching for you) 

Now, believe it or not 60% to 70% of your “sales offer” will be spent anchoring the 
first 2 steps.  Take your time and make sure you’ve established a relationship at 
the emotional level first before you move onto step 3. 

Step 3: Make The Right Offer The Right Way
After you’ve evoked interest and desire, and established a bond with your lead, 
you must put them into a “buying state” of being.  Excepting your offer must 
feel like the logical next step for them. 

When you begin making your offer make sure you:



1. Demonstrate why it’s the logical next step. 
2. Inject scarcity. & 
3. Provide some sort of risk reversal. 

Making the right offer, the right way, to the right audience is the key to having an 
irresistible sales offer.  Buy the end steps 1-3, your prospect is already imagining 
themselves enjoying your product or program.   

At this point you want to show them how to buy.  This is called giving a “call to 
action.” 

Step 4: Deliver A Clear Call To Action
Now that your prospect is grounded in a “buying state”  you must clearly show 
them how to purchase your product.  Believe it or not, this is the step most 
people leave out.  They are afraid that by asking for money, their potential client 
will not like them or get offended. 

If you’ve done the first three steps correctly, you will be doing a disservice to your 
potential client if you do not ask for the transaction. 

Why?  If you know you can help them solve their problem, and you’ve just given 
them hope that you can help them solve their problem now, the only thing left to 
do is to get to work solving their problem, right?



This call to action requires that you:

1. Clearly tell them what to do to start immediately. 
2. Give them a fair warning. 
3. Remind them of the reason why they are buying and all the benefits for 

doing so, if they take action right now! 

Each of these four fundamental steps evokes the right positive emotions in the 
potential client and arrest their fears and concerns.   

Let’s quickly talk about the emotional science of a sale for just a moment.

As I shared earlier we humans buy on emotions and justify our purchases with 
logic (and this happens usually after they have already bought).  So each step in 
this sales sequence must build on the previous step and increase the buyer’s 
desire to buy. 

Now, the good news is all you have to remember when you are crafting your offer 
is there are only two primary emotions that motivate humans to take any sort of 
meaningful action:  Pain & Pleasure!  And out of the two, pain is the strongest 
motivator.   

Would you rather spend $50 on improving your relationship (pleasure) or spend 
$50 to stop your divorce (pain)? 



Statistics prove that the latter out performs the former 5 to 1.

People who want to stay in a relationship will work harder stop a divorce than to 
improve a relationship in the first place. 

Why? 

Remember, the fear of loss (pain) is almost always stronger than the promise of 
gain (pleasure).  This is important to understand because underlying the two 
primary emotional motivators are 8 universal desires that make us human 
beings.  To know how to position fear and pain around these 8 desires will 
help you succeed at prompting your potential buyers “buying” trigger.

These desires are… to be:

1. Secure 
2. Socially Excepted (popular) 
3. Wealthy 
4. Attractive 
5. Healthy (fit) 
6. Successful 
7. Happy (have fun) 
8. Free



With that said, keep these 8 core desires in mind as you craft your offer.  These 
are the real reasons that underly why we as humans buy stuff.  Always 
communicate why your product or service will help fulfill at least 2 or 3 of these 
desires and you will be more likely to trigger the “buy button” in your potential 
buyers heart. 

At this point I want us to get very practical so I’ve provided a template for you to 
use to craft your next offer.   

This template has everything we just discussed baked into its format and 
sequence already.  All to you have to is tweak and edit it to apply to what you are 
selling. 

Step #1 Create Instant Interest & Desire!

1. Pattern Interrupt & Reframe (Capture Attention).
1. Your lead headline is the first thing the potential buyer sees.  It 

must capture attention and put him/ her in the right frame of mind 
to receive your offer.  In this hyper stimulated environment of multi 
media people have ultra short attention spans.  The headline must 
interrupt the already noisy conversation that’s going on in their 
heads and capture their imagination right from the start. 

2. Here are 5 proven Headline templates for you to play around with: 



 

1. The  Classic How To Headline: 
How To (_Desired Outcome or benefit_)  In (__Time Frame__)  
Without (__Objection or Risk__). 
 
The Warning Headline: 
Warning: Don’t Buy Another (__Product or Service__) Without 
Reading This First! 
 
The Social Proof Headline: 
How (__Social Proof (i.e. an authority or big number of people__) Got 
(__Desired Outcome__) In (__Time Frame__) Without 
(Obstacle or Objection__), & How You Can Too. 
 
The Desired Gain Headline: 
Stop (__Undesired Result__) & Start (__Desired Result__), Now! 
 
Instant Outcome Headline: 
Get (__Instant Result__) Without (__Obstacle or Objection__) 

Play around with these 5 styles of headlines.  Remember, spend some time on figuring out 
what the main benefit or solution you are offering is and communicate it clearly in your 
headline.  I heard Dan Kennedy once say that the primary purpose of a headline is to get 
the reader to read the next sentence.   

Make your headline strong enough to make the reader thirsty for what comes next! 



2. State and magnify the problem (Elicit the Pain).

Right after the headline you want to evoke pain.  This is where you let the 
reader know that you understand the problem they are having.  They should read 
it and say to themselves,”… Yes, I know exactly how that feels.”   
 
Here’s where you want to agitate the pain by magnifying the problem.  You do it by 
sharing a short painful story that your reader can relate to.   

Example:  There’s nothing worse than looking at yourself  in the dressing room  
mirror and seeing back fat bulge through your new wedding dress.  You only have 8 
weeks until you walk down the aisle and all eyes will be fixed on you. 
 
Now, the last thing you want to do is go on another starvation diet that never last, but you  
know that you definitely don’t want to feel embarrassed and ashamed at how much you’ve 
let yourself go.  You have to do something! 

3. Now that you’ve amplified the pain this is when you Provide a desired  
solution with a big believable promise (Introduce the Pain Relief). 
 
Your potential buyer feels the pain and now has an immediate desire for a solution. 



At this point you want to introduce yourself and your product or service.  Tell them 
they don’t need to struggle anymore, or feel frustrated.  Relieve their pain.  Let 
them know that’s the reason “why your product or service was created.” 

Example: believe me, I know exactly how you feel. Hi I’m Fitema Fataway and I 
can remember the weeks leading up to my wedding just like it was yesterday. 
And I’m here to tell you that you don’t have to stress out about NOT being 
wedding night ready.  I created the Fit & Fabulous Bride workout and meal 
plan specifically to help bribes to be like you get Wedding Day Ready!   

Step #2:  Trigger Genuine Bonding & Trust

Once you’ve amplified the pain and introduced your solution, you’ll want to move 
into triggering the emotions of bonding and trust.   

Remember, humans are natural doubters and skeptics.  Remember the 7 
psychological barriers to buying?   

At this point in your sales offer the potential buyer is saying, “…sure you know 
how I feel and can fix my problem.  That’s what everybody says.” 

1.  Here’s where you give social proof and the authentic reasons why they 
should listen to you.  Don’t just give your formal credentials, share what 
makes you different.  



Here’s where you you will want to: 
1. show icons of reputable publications you’ve been featured in,  
2. testimonials of past clients,  
3. conferences or authority sites that you’ve been associated with,  
4. how long you’ve been a thought leader or an authority on the subject 
5. & how your approach is different from anything else on the market. 
 
2.  Demonstrate the benefits from what you have to offer (what’s in it for 
them): 

Once you’ve illustrated why they should listen to you, demonstrate the benefits 
of what you have to offer (what’s in it for them).  This is where you tell them how 
they will benefit personally from your product.  Don’t just list the features of your 
product,  paint a picture of what the benefits will do for them and how their life 
will be better as a result. 

Bullet point the benefits, and make sure each one tickles one of the 8 universal 
desires that motivate people to buy. 

3.  Lastly for step 2, deliver more social proof (Who else besides you is 
vouching for you)



The reader wants to know that other people like them, or people they trust say that you 
are legit.  This is a great place to put more testimonials that address one or more of the 
7 psychological barriers to buying. 

Pro tip:  If at all possible use the person’s photo, name and title with the testimonial. 

Step 3: Make The Right Offer The Right Way

Ok, we are at step 3 of this 4 step sales offer process.  Here’s where you begin to 
transition & start communicating your actual offer.   

Derek Halpern calls this sharing your “big believable promise.”  It’s the 1 important 
solution that people really want above all else.  It’s the bottom line reason they are even 
listening to you in the first place. 

Your offer must connect so much with the immediate problem that your potential buyer 
wants solved, that they should being saying to themselves, “… I’d be crazy not to take 
advantage of this opportunity.” 

1. The best offers combine:

a. An attractive price 
b. Favorable terms 
c. Bonuses that make the main offer a no brainer, & 
d. The best risk reversal guarantee  



Make your offer so irresistible that your potential buyer sees it at the natural next 
step in solving their problem and achieving their desired goal. 

Raise the value of your offer with add-on products & services, discounts, one time 
offers, and… 

2. Give A solid Money Back Guarantee that Reverses The Risk. 

Here’s where you take all of the risk out of the purchase.  The number one fear at 
this point is being ripped off. Win trust and confidence in their purchase by making it 
very safe for them to buy. 

Important Note:  Don’t fear refunds.  Refunds happen to the best people delivering 
the most awesome product or service.  There will always be a small percentage of 
people who buy your product and return it for many different reasons, none of which 
have anything to do with you. 

The truth is, if you concentrate of giving your best and over delivering, your return 
rates will be very small.   



Here’s an example of a super Money back guarantee:

100% No Risk, No Questions Asked, Get Your Money Back Guarantee. 
While I truly believe that if you take action on what I teach, you will get solid results, I 
personally guarantee if you don’t experience results that make you happy over the 
next (time line: 30 days, 3 months, 1 full year) just email us requesting a refund and 
its done! 

3. Right after the guarantee inject scarcity.  

Scarcity is a term that was made popular by Dr. Robert Caldini in his book The 
Psychology Of Influence.  In a nut-shell, a person’s desire to buy increases when 
they feel that what they want is in limited supply or is about to go away forever. 

In the buying process, most people are very indecisive.  While they know they want 
your product or service they still question themselves.  They don’t feel enough pain 
or urgency, or they get distracted and forget, or the perceived value of your offer is 
not great enough, or they could just simply be lazy and are dragging their feet. 

What ever the case may be scarcity creates that extra immediate incentive they will 
need to make the decision to buy now. 



Here are a few examples:

When you purchase (your product) today, you’ll instantly receive all of the bonuses 
(a $1997 value) for FREE. 

Enrollment at this price ends on (Date).  After that the price will increase to (state 
new price). 

Purchase today and you will also receive a Lifetime Membership to “X” ($5,000 
value).  After today this offer is gone forever. 

Note:  There’s one thing to remember about scarcity if you want it to actually work.  
Don’t lie.  False scarcity is one of the quickest ways to lose trust and actually scare 
people away. 

For example, if you use a countdown timer, when the clock says zero, end the sale. 



Step 4: Deliver A Clear Call To Action  
 
This brings us to step 4 in the sales offer process.   

1. Deliver a clear and compelling call to action. 

One of the biggest mistakes that a lot of people make is never clearly telling their 
potential buyer to actually buy.  Do not assume that your buyer knows what to do 
next. 

Clearly and concisely spell out how to process the order.  If you are doing a webinar, 
for example, show screen shots that walk them through the ordering process step 
by step. 

Whether it’s filling out an order form, picking up the phone to call, or entering their 
information in the right fields online TELL THEM EXACTLY HOW TO COMPLETE 
THE ORDER. 

Pro tip:  Every step of the way constantly remind them of the desired outcome and 
benefits that await them on the other side of the order. This technique is called 
future pacing.  Keep connecting their present action with their desired future 
benefits.



Tell them…

-Stop struggling to make sales. Pick up the phone right now and call today!
-Start filling your coaching practice.  Tear off the order form and take it to the 
back of the room to immediately get your FREE bonuses!
-Complete the online order form on the next page and get instant access to 
the entire course in the next 2 minutes.

2. Give Them A Warning:

Right after you clearly tell them what to do and show them how to do it, build 
emotion and more urgency right at the very end.  Use FOMO (fear of missing out) 
by reminding them of their present pain and show them what their problem will look 
like in the future if they don’t take action NOW! 

Be honest with them and let them know that if they miss this opportunity they’ll 
continue to: 

-Trade hours for dollars, & never get paid what they are truly worth 
-Continue to struggle making the same mistakes expecting different results 
-See others who are less talented than them pass them up and enjoy the success 
they deserve 
-Never experience the best results on the outside that truly reflects their potential 
and capability 



3.  The Final Close:

This is your final close.  Once you’ve painted the picture of the pain they 
desire to get rid of again, recap their desired solution and how it’s simply found 
in your product or service. 

Always include a P.S. and remind them of all of the bonuses that will go away, and include 
your call to action once again.  Got it? 

Ok, here’s another recap of your 4 step Sales Offer Blueprint that connects & 
converts:

Step 1. Create Strong Interest & Desire
Right from the start, from your headline to asking for the “sale,” create a strong demand for 
what you have to offer. 

Step 2. Trigger Genuine Bonding & Trust
Through how you present your “credentials” and position your personal story, trigger an 
emotional connection with your audience.  Let them know you feel there pain and are more 
than qualified to help them.



Step 3. Make The Right Offer The Right Way
Once you’ve created an emotional bond and a deep level of trust move your viewer into a 
“buying state” by getting them to sell themselves on what you have to offer them.  Future 
pace and get them to imagine life after experiencing the value you have to offer. 

Step 4. Make Your Call To Action Irresistible 
Remove any risk, affirm that they indeed can succeed with your offer, and make the steps 
to buying simple, quick, and easy!  Walk them through the actual buying process and 
remind them of the pain they will remove and the pleasure they will gain as a result of 
buying your product or service. 

Perfect! 

Now it’s your turn.  Use the blueprint and framework below to draft out your next irresistible 
offer.  Refer back to the details you just read for each section if you feel stuck or unclear 
about your objective at each point. 



Step 1. Create Strong Interest & Desire

1. Headline (Get their attention by creating interest and desire.  Interrupt the 
conversation they are already having in their head): 

2. Identify the problem and identify with the problem (connect your past experience 
with their present pain) 

3. Provide the solution they want (Introduce your product or service and why it’s 
different)



Step 2. Trigger Genuine Bonding & Trust
1. Share your authority story and why they should listen to you. 

2. Give a list of benefit rich bullet points that tell them what they get without giving the 
answer away (great bullet points increase curiosity and desire by creating open 
loops in the minds of your potential buyer) 

3. Give social proof (testimonials, 3rd party validation, case studies)



Step 3. Make the right offer the right way
1. Communicate a clear offer (It has to make the buyer believe this is a “No Brainer”) 

2. Inject Real Scarcity (Increase their sense of urgency and Fear Of Missing Out) 

3. Give them an irresistible Money Back guarantee (reverse the risk)



Step 4. Deliver A Clear Call To Action 
1. Tell them exactly how to complete the order.

2. Give them a real warning. 

3. Close with a friendly P.S. reminder  and give them the call to action one more time 
(remind them of their present pain and future pleasure)



Congratulation… 
You did it!

Well done my friend! 

If you found this resource helpful please feel 
free to pass it along to your mastermind group 

colleagues, & friends.  For more helpful resources for creating 
a life and career that you love head on over to 

PaidToBeYOU.com/Vault

http://PaidToBeYOU.com/Vault
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