e
* LOGO

Problem statement

State the problem and how they feel about the problem
and how it is affecting their personal life, their business. A

MAIN CALL TO ACTION 1 CALL TO ACTION 2

»/ Success/Benerit Callout 2 / Success/Benerit Callout 2 »/ Success/Benerit Callout 3

We know what it feels like.

Write out a few sentences that give anoverview of who you
are as a business, andshare your story. Write as if you are
talkingto your favorite customer--your targetaudience.
Even though this section isabout you as a business owner,
sharingvalues and purposes that are similar to

those of your customers will resonatedeeper with your
audience. Careful abouttalking too much about yourself.
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Value/Benefits

A short introduction about your and your business section
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Social Proof Social Proof Specific Benefit 3
What is the very first step What's in it for them, how What's in it for them, how
that your potentialcustomer this benefit could improve this benefit could improve
needs to take, to do their life. their life.

MAIN CALL TO ACTION 1

We know what it feels like.

Empathy statement. Why you understandtheir problems so
well and why you arequalified to help.

Social Proof

v~ What they gain, save, reduce,etc.
v~ How you are different
v~ What they gain, save, reduce,etc.

MAIN CALL TO ACTION 1

The Plan/How it Works

A short introduction about your and your business section

Your story and how it relates to them,the
problem and your solution.

Write out a few sentences that give anoverview of
who you are as a business, andshare your story.
Write as if you are talkingto your favorite
customer--your targetaudience. Even though this
section isabout you as a business owner,
sharingvalues and purposes that are similar to
those of your customers will resonatedeeper with
your audience.

Careful abouttalking too much about yourself.
Focusmore on your customer by emphasizing onthe
parts about you that would beimportant for your
website visitors to know.It's better to be short and
clear,

than long-winded and lose attention.

The Plan/How it Works

No moer than 3-5 steps

1. The Very First Step

What is the very first step that your potentialcustomer needs to
take, to do business withyou? Refer to our course guide for
examples.

2. What Happens Next

This is often a statement that explains theaction that you will
take to get them to bookor hire hyou or by your product.

2. What Happens Next

This is often a statement that explains theaction that you will
take to get them to bookor hire hyou or by your product.

MAIN CALL TO ACTION 1

Packaging/Pricing

Small / Medium / Large - the best option is in the middle

NAME OF CHOICE/PLAN $3,000 NAME OF CHOICE/PLAN

$3 y O OO An attractive statement that lists $5 y OO O

your most popular package and the

A general overview that lists what perks and offerings. This is your biggest and most
your smallest and most basic expen sive offer. List an overview
package includes. of everything that is included in

your best offer.

YES, THIS IS FOR ME! YES, THIS IS FOR ME! YES, THIS IS FOR ME!

The Detalls

What they get

If you potential customer is scrolling down and still
undecisive, this is a paragraph or two that focuses on the
features of what you offer, but framed in away that will
resonate for logical thinkers and people who need more
information and facts.

Include features, what makes your product different and
what it will do for them.
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What our Clients are Saying
“A financing launch party rockstar “A financing launch party rockstar “A financing launch party rockstar “A financing launch party rockstar
paradigm shift direct mailing paradigm shift direct mailing paradigm shift direct mailing paradigm shift direct mailing
focusfacebook creative business focusfacebook creative business focusfacebook creative business focusfacebook creative business
plan.Conversion iteration vitality plan.Conversion iteration vitality plan.Conversion iteration vitality plan.Conversion iteration vitality
agile development.” agile development.” agile development.” agile development.”
Name 9 Name Name Name
Occupation/Location Occupation/Location Occupation/Location Occupation/Location

Download Our FREE OFFER

Lead Generator Tltle/Offer

Please enter your information below for
instant access to our FREE

Lead Generator Tltle/Offer

and start "benefit of FREE offer" today!

FIRST NAME

EMAIL ADDRESS

GET IT NOW!
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A short sentence or tworeminding ' :::EE g Get Social:
your visitor who you are, the : e
products andservices you offer and in ¥ f

how your company is different.
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