9. Offers Masterclass
OVERVIEW:
In this session, Matt discusses the importance of creating effective offers for businesses, particularly when moving from networking and referrals to targeting cold audiences. He emphasizes the need to distinguish between different types of offers, focusing on the "intro offer" versus the main service, and provides insights on how to maximize the perceived value of offers while minimizing risks for potential clients.
NEXT STEPS:
Understand the difference between intro offers and recurring services.
Create an intro offer that minimizes client risk and maximizes perceived rewards.
Focus on reducing risks for clients by offering guarantees and measurable outcomes.
Price your intro offer competitively, ideally at $1,000 or higher.
Engage clients effectively to build trust and familiarity.
Continuously evaluate and adjust your offers based on client feedback.
IMPORTANT LINKS:
Offers For Different Levels of Market




