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INTRODUCTION

Fine tuning your offer is a great way to increase conversions and get people into
your funnel.

The offer that you make on your landing pages is a commonly overlooked element of
your conversion rates.
With the overload of information available online, it's easy to spend too much time
looking into the finer details, like brand colours, wording and landing page design.

These elements of your sales environment will have an impact on your conversion rates,
but you'll struggle to convert if your offer is not irresistible.
In this guide, I'll reveal every component of a perfect offer, with examples, tactical
advice and implementation, so you can increase your conversion rates, drive more
people into your funnel and generate more leads and customers, starting today.
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BUYING VS SELLING MENTALITY
People like to buy stuff, but they hate to be sold to. There's a constant battle between
you and getting the product sold, and that's because:

Not everyone is
ready to buy
when you're
ready to sell.
So, what we have to do as marketers, entrepreneurs, brand owners and sales
professionals, is to structure the offer so it makes it irresistible for customers not to buy.
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COMMON OFFER MISTAKES
Most businesses have a product or service to sell, so they set an appropriate price for it.
For example, here's TV with the price that it will cost a customer:

When a consumer sees a product like this, it asks them this question:
'Here is a TV. It will cost you £xxx, do you want to buy it?'

This example explains what most people think 'an offer' is. And this always includes
two ingredients:
1. A product

2. A fixed price
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At its most basic, this is all that an offer needs, but there are some major problems
with this.

For starters, there is no real incentive for customers to buy this product. There will be the
low-hanging fruit, these are people who are actively looking for a television and have
already decided that they want to buy this particular TV over any other make or model,
but what about everybody else?
An offer like this does not speak to anybody else in the market. And, it's our job as
marketers to maximise the ROI and convert people who:
1. Are on the fence

2. Are researching the market

3. Have stumbled across the offer
We can convert these prospects into buyers by structuring our offers differently.
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WHAT MAKES A PERFECT OFFER?
In my experience, these points are the components of the highest converting offers:

1

Product

2

An original price

3

Discounted price

4

Bonuses

5

Urgency/scarcity

6

Guarantee

Let's go through each of these in more detail, so you can understand how they will help
boost your conversion rates.
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1. THE PRODUCT
"This is what I've got and this is what it does."

The structure of your product's wording is very important when it comes to crafting an
irresistible offer.

However, if you're going to strip this down to the most basic levels, I recommend using a
'This is what I've got and this is what it does formula.'
For example, here's a screenshot from an Apple sales page for the iPhone. The product
element of their offer literally says the name of the product 'iPhone 12 and iPhone 12
mini'. before going on to say what it does.

I recommend using benefits, key product defining features and elements of your product that will impact your customer's life. Keep things simple, and keep your 'what it does'
section refined to just a few of your product's most appealing features.
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2. ORIGINAL PRICE
This is how much it normally costs."

Every irresistible offer has an 'original price'. In modern digital marketing this is
done in a variety of different ways, including offering past season price, RRP prices,
monthly/annual subscription comparison pricing, introductory pricing compared to
standard pricing or sales pricing.

However, it doesn't matter where your original price comes from, as long as it is
genuine and your customer knows that this is how much the product would 'normally'
cost them.
For example, here's an example from Spotify. In their banner, they have made their
original price viewable, but have struck a line through it:
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3. DISCOUNTED PRICE
"You can have it today for ONLY £x, saving you £x (or %) from the original price."

Showing your original price and discounted price alongside each other is great, but if
you're able to re-enforce how much money your prospect is saving and what
percentage they're saving, it will make your offer even more irresistible.

In some situations, it might be better to highlight either a monetary OR percentage
discount on your offer. However, it's important that you always use the bigger number.
For example, if your original price is £50 and your discount is £5, it would be better for
you to use the saving of 10% in your offer, rather than £5. However, if your original price
is £5000 and your discount is £500, it would be better to say 'save £500!' rather than
'save 10%'.
Here's an example from Amazon, where they highlight a saving of 29%:
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4. BONUSES
"When you buy today you will also get this for FREE."

People love free extras and they'll be more inclined to buy your product when you offer
them bonuses.

FREE is one of the most powerful words in marketing, and when it is attached to an
already attractive offer, it can make the urge to buy irresistible. The word FREE is always
capitalised in marketing, and that's because it captures attention like nothing else.
When you add bonuses to your offer, you should make them FREE. Think about what
would add value to your prospect, compliment your product and increase the
attractiveness of your offer.

Here's an example from Estee Lauder based around a free bonus with every purchase:
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5. URGENCY/SCARCITY
"The offer is only available for TIME"
or

"The offer is only available for the first X amount of people."

If you are unable to convert people on your offer, the vast majority will never return to
purchase from you. Even many of the people who are convinced that they will purchase
at a later date, will never do so.
You must create an urgent need for you prospect to buy from you immediately,
otherwise it might never happen.

This element of your offer should tell your prospect that if they do not purchase it now,
at that price, with those bonuses, they will either have to buy it at a higher price later on,
or they won’t be able to buy it at all.
This psychological factor has a big impact on the conversion rate of offers. Use
elements like countdown timers and words like 'LIMITED' to reinforce its impact.

Here's an example from a coffee shop. They've attached a countdown timer to their
offer to drive home the need to act urgently:
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6. GUARANTEE
"When you buy today, you will also get our satisfaction guarantee. This means that..."
There is a lot of skepticism when it comes to buying new products/services online from
new businesses.

Even today, with digital sales booming, people are still reluctant to buy from new brands
and it can take something extra in your offer to encourage them to make their first
purchase with you.
The value of a product/service that is sold online can be difficult for a customer to estimate, this results in fear that they're going to be ripped off. A satisfaction guarantee is
the best way to overcome this objection.

Your satisfaction guarantee can be whatever best first with your product/service, but it
will usually include a full refund provided that it is asked for within a set period of days
(e.g. 14 days).

Don't worry about refunds. 99.9% of people will not buy your product with the intention of
refunding it. If your product is great (as it should be), very few of your customers will take
you up on this satisfaction guarantee. And it will generate many more sales than
refunds.
Here's a satisfaction guarantee from a mattress company. They are so confident that
you'll like their product that they'll refund you within 100 days of you using their mattress:
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YOUR PERFECT OFFER
The elements of a perfect offer are:

1

Product

2

An original price

3

Discounted price

4

Bonuses

5

Urgency/scarcity

6

Guarantee

These 6 elements should now become all part of your irresistible offer. Use them
throughout your landing and sales pages to increase conversions starting from today.
Go through each section and create ideas about how each element relates to your
product/service and then implement them.
Use all 6 of these perfect offer components to boost your conversion rates,
starting today.
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