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The Journey to Crafting
an Offer That Thrives
When I started my coaching business, I had no idea of how to create
an offer.  I just wanted to be a coach.  I didn't understand the
coaching industry, but I did know how to meet the needs of my
clients.  

I became aware that just sharing the services that I offered was not
enough.  I needed a program and a framework that attracted others
that were willing to pay for my services.  I needed to be clear about
what I could do for them, how I could meet their needs, provide
additional value and ensure they bought in.

That is why receiving coaching was vital for my business. I hired a
Business Coach who helped me to create a framework and program
that I could clearly explain to potential clients.  This is what produced
5-figure months and a steady stream of clients.

I'm now sharing the strategies I use and teach my clients to ensure
they craft an offer that is clear, addresses the pain point points of
their avatar, creates values, and that others consistently buy into.
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THE PRICE THAT

THRIVES
10

Crafting an offer that convinces others
to purchase is not easy.  There are
steps that must be taken to ensure that
your message is clear and that it
connects with your ideal client. 

Your offer must not only be attractive,
by addressing the pain points of your
avatar but it must also be realistic.  It
should be clear that you can
reasonably help your ideal client go
from point A to point B to reach their
goals, and that they will be better with
you rather than without.

T h i n g s  t o  C o n s i d e r :
B e  c l e a r  o n  w h a t  y o u  o f f e r  a n d  w h o
y o u  o f f e r  i t  t o  ( A v a t a r / N i c h e ) .
W h a t  i s  y o u r  a v a t a r ' s  p a i n  p o i n t ,
g o a l ,  a n d  w h a t  d o  t h e y  n e e d  n o w ?
A d d  v a l u e  -  h o w  c a n  y o u
r e a l i s t i c a l l y  a d d r e s s  a n d  r e s o l v e
y o u r  a v a t a r ' s  p a i n  p o i n t s  a n d  h e l p
t h e m  t o  r e a c h  t h e i r  g o a l s .  
H o w  c a n  y o u  g e t  t h e m  f r o m  p o i n t  A
t o  p o i n t  B  a s  s o o n  a s  p o s s i b l e .  
E s t a b l i s h  a  f r a m e w o r k  t h a t  h e l p s
t h e m  t o  a c c o m p l i s h  t h e i r  g o a l s  i n
s e q u e n t i a l  s t e p s  t h a t  c a n
c o n s i t e n t l y  p r o d u c e  r e s u l t s .
H o w  c a n  y o u  m a k e  y o u r  o f f e r  m o r e
v a l u e a b l e  t h a n  a  s i m i l a r  o f f e r  b y
s o m e o n e  e l s e ?
C a n  y o u  c l e a r l y  e x p l a i n  y o u r  o f f e r
a n d  c o m m u n i c a t e  t h e
t r a n s f o r m a t i o n ?
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H o w  h a v e  t h e s e  b a r r i e r s  i m p a c t e d  y o u r  b u s i n e s s ?

L i s t  3  w a y s  t h a t  y o u  c a n  s t a r t  t o  a d d r e s s  y o u r  b a r r i e r s  b y
l a y i n g  a  f o u n d a t i o n  t o  e s t a b l i s h  a  t h r i v i n g  o f f e r .

IDENT IFY  & ADDRESS
BARRIERS

T r a n s p a r e n t l y  d o c u m e n t  y o u r  b a r r i e r s  t o  c r e a t i n g  a n  o f f e r .
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H o w  d o  y o u  c u r r e n t l y  s h a r e  y o u r  o f f e r  w i t h  o t h e r s ,  a n d  w h a t
a r e  w a y s  y o u  i n t e n d  t o  i m p r o v e  i t ?

W h a t  a r e  w a y s  y o u  i n t e n d  t o  a d d  v a l u e  t o  y o u r  c u r r e n t
o f f e r ?

C l e a r l y  d e f i n e  y o u r  o f f e r ,  i n c l u d i n g  h o w  y o u  w i l l  g e t  y o u r
a v a t a r  f r o m  p o i n t  A  t o  p o i n t  B  a n d  r e s o l v e  t h e i r  p a i n  p o i n t s ?
( U s e  t h e  n o t e s  p a g e  i f  n e c e s s a r y . )

HOW TO GET  THEM TO
BUY IN?
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R e a d :  5  P s y c h o l o g i c a l  T a c t i c s  f o r  C r e a t i n g  a n  I r r e s i s t i b l e
O f f e r  -  M i r a s e e
H o w  T o  C r a f t  A n  I r r e s i s t i b l e  O f f e r  T h a t  Y o u r  P r o s p e c t s  C a n ' t
R e f u s e  ( k a t i e d e j o n g . c o m )

https://zyro.com/blog/how-to-sell-social-media/
https://zyro.com/blog/how-to-sell-social-media/
https://zyro.com/blog/how-to-sell-social-media/
https://thecoachguardian.com/pricing-your-coaching-products-and-services/
https://thecoachguardian.com/pricing-your-coaching-products-and-services/


T h i n g s  t o  r e m e m b e r :  
N o t  e v e r y o n e  w i l l  a c c e p t  y o u r  o f f e r  i n i t i a l l y ,  b u t
e v e r y o n e  w h o  h a s  h e a r d  y o u r  o f f e r  h a s  t h e
p o t e n t i a l  t o  b e c o m e  a  f u t u r e  c l i e n t .
L o o k  a t  a  n o  t o d a y  a s  j u s t  a  n o  f o r  n o w .
N o t  e v e r y o n e  i s  m e a n t  t o  b e  y o u r  c l i e n t .
U s e  e a c h  s a l e s  c a l l  a s  a n  o p p o r t u n i t y  t o
s t r e n g t h e n  y o u r  c o n f i d e n c e  a n d  h o n e  i n  o n  y o u r
s a l e s  p i t c h .
I t  t a k e s  t i m e ,  a n d  b e  p r e p a r e d  f o r  w h e n  t h a t  t i m e
c o m e s .

H O W  D O  Y O U  V I E W  A
N O ?
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Inflamed Sisters Thriving with Social Media was designed to
assist chronic illness warriors to thrive in their businesses while

using social media strategy. You have learned strategies to
remain consistent, attract your niche-specific follower,

increase engagement, and convert followers into clients
without flare-ups or burnout.  Click the link below to Join our

community! In this community, you received a source of
support and accountability to thrive!

JOIN THE INFLAMMED SISTERS
THRIVING COMMUNITY 

JOIN THE INFLAMMED SISTERS

THRIVING COMMUNITY 


