$100M Money Models
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General Ideas
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= Don't sell 100 different products but sell your core product in 2 100 ways
« Sel them, what they need when they realise they have a problem

« The goal i to cover

« Heat Check:

Ask them on a Scale from 110 10 how bad do you want it?
el

178 or higher, conti
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Building a Money Model

« Build your Offer one after the other.

« Don'timplementa

full money model at once

« Use Affliate Products to fil gaps

Make sure to follow these steps when building:
1. Get customers reliably
2. Make sure they pay for themselves relably.

Make sure they pay.

for other customers relably.

4. Start maximizing each customer's long -term value

30 days for each customer you get

Attraction Offers

Upsells

Downsells

Continuity Offers

urn Strangers to Customers

= Get People to spend more

r nos nto yesses.

= Keeping people buying

= Only valuable i customers pay in full over time.

«stey

ps:
1.present ull paying in full. (Hint, infi
2.Offer third party financing, then credit card, then layaway.
3.5plitinto two payments on paycheck dates.

a
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6.Schedule equal payments over set period.
7. Offer free trial with card on file.

nfull toinstal

“Would you rather have giant monthly payments or tiny ones?” They'llsay tiny. Then you say “It normally costs XXX.
That work?”

« Upsell: offer original discount f they pay balance today.
« Match schedules with paychecks to reduce declines.

win v Back [+ Pay now, but do z v v +You can' v
~rings upfront cash and lowers ik or buyers - Atracton Offr reveals aproblem. Upsels solve .
 Increases yesdecision and longterm customers + Works best for immediate problems from the first offer.
- startwith mort expensive ne
-« show
+ Add meetings as terms to check in and upsell you want them to buy more (5:$5, M:$8, L:59)
~Onlyuse freund rate s under % + UpsellGuarantees, Warranies and Insurance
'+ Asking “you don’t want anything else do you?” gets agreement.
«Make an upsel offe halfway theough, emicing them o thei long term goals
 ftheyloe, offer to aply the win towards  higher purchase . Meeting.
Giveaways ~Free high vale price, one winner, estget dscounts Never et them eave without 2 new sppcintment)
et lead fo during entry Menu Upsell | +You need tisnstead o this
refered wins. + With mtple offers or 3 palete of roducts.
1:Show them a st of what you offer
2/Explain why they don'tneed some and cross them out
offe 10% dicount for people who did ot win 3.Explan wht they do need.
($5000-52000 -> 10% $1800) 4.0ffera ™ A or B” choice. (Lemon or Vanilla?)
+Book appaintments with nan winners
<offer ore Offer et d aply the - Ster new customers toward the most uitable opion.
same 10% discount to these offers. Anchor Upsell |+ Always show premium offer firs, then main offer
+Use expration daes t push action - Customers seethe main ffer a5 cheaperin comparison.
«un for seven days or untlead cap reached Lo
Decoy Offer < Fist payed offer L present anchor
2.get reaction gasp)
« Advertsefree ordscounted decoy 3.present core
«Present premium ofer slongsde a.askfor payment
« Askifthey want fre sufforrea results «premium should be S-10x he main ofer.
- Make the anchor  seriousoffer
+4Waysto AdvertiseaDiscount +Both offers shouldshare the same primary features.
- premium offer inclues extra secondry fetures,
2/ Absolte amountoff
3 Free Part 83 months free) .
4.A package with reduced price $900 51200) - You getyour money from the last product a5 a discount forthepremium
+Test what converts best
ot converting widen the contrast . whoto upsel
BuyXGetYFres |+Buyone, getmore free ~old customers
~upset customers
+Works foritems or ccess extensions « other companies”upset customers
«Always give more fee than paid «curren customers,
~Offrthe same or diferent tems i a bunle,Increase the price for one and ive
therestaway for free. -« What to upsel
More
+Cap sales o protect cash flow «Better
choke Girent pro
FayLoss o  different product.
reduced fatures. 20-50% off plus bonuses topay now + Approach customers with  custom message.
«Pay lateroption has condiionl uarantee with cear crteia Aays enare ot emais e splyngred.
i gusrantee with valoe deiery -« Creit an be full o prta,gven up front o spread out.
«Offer pay now after they accept pay lter o e credit. Creates about
« Promise must be easy to track and verify iscount
« f over 10% cancel, adjust promise or price 1+ Add urgency with one-time only terms.
~Give exta supportbefore cancllation deadiines

« it Card

0% off for someone you bring

s y
« Downsellthis after the Payment Plan

«Sequence:
1.Collect card (make it required for the trial)
2.Get commitment
3. Explain actions and required meetings
4.Outline penalties.

« They pay f the don't follow the rules (attend meetings, do homework, .|
« Use refund style crteria to set penalty rules.

Tump sum.
« Let them make up for it, i they miss

| swap offers, or

« fthey lke it sell long term or premium

« fthey hate i, P
have liked

3 Up/downsell

“We willdo our part so long as you do yours. That'sfair right? [..]
if you miss or skip any stuff, your results willsuffer. We charge to keep you on track. I you miss, no big deal. You'll
get dinged a ltle fee but it get you back on track.

1
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for you. Best of both worlds."

Feature Downsells

« Lower price by removing features or valu
« NEVER just lower the price.

«Options
« Lesser quantity
* Lower quali
« Cheaper alternatives.
« Feature removal

«Remove dislked features (See, Menu Upsell)
«First downsell gets prospect to reconsider main offer.

« Possible Downsells
Time sty
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« Further downsells help find best it for prospect.
After Each Downsell, Ask “Deal2” Or “Fair Enough?”

.  confirm heck)

. is high,
« i they decline, offer a free trial

<1 they accept continuity, upsell blocks of time to boost 30 day profits.
« Give an awesome bonusif they sign up today

¥
« Use bonuses you already have to avoid extra work
 Add bonuses only f they sign up.

«1fthey join ask, ifthey want to save even more money. Then offer bonuses and
disounts f they prepay a longer subscription package

« el the bonus value before explaining they get tfree.

+To get half of buyers to take the standalone, price it 33 percent above
continuity.

ghtin bulk.

phy
products
Pricing the offer

-« You can price the continuity offer so that the percentage of people buying.
upfrontis as you please:

« Control the amount of upfront cash

Formula
Standalone Price Multiplier =3/4 x Continuity Choice Share(%)

To get 50%to choose continuity make the standalone offer 1.3« more.

Continuity.
Discount Offers.

+ Give continuity time for free ifthey sign up today.

* Ways to Dicount
«Up front
«Atthe end
«Evenly spread
« After the frst 1 or 2 months

+ Spreading discounts keeps cash flow steady while giving full discount.

< Ballance C

3 monthto
month

'+ Make cancelation rules clear.
« Ask for an ext nterview when canceling, walve the fee for doing it

Waived Fee
off

fee, they commit
« Feeis usually 3 to 5 times the monthiy rate.
+ Commitment length should be at least a year.

« Larger fees push more buyers into commitments.
« smaller fees bring more upfront cash.

«1f more than 5% cancel early, work on the product
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