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Stephen (00:00): 

Hi, again. Let's dive into design fundamentals to keep getting, more tools into the toolbox. And for this 
one, we're going to dive even deeper into, this example that I had mentioned, or that I had shared with 
you, in the previous video, because the result outcomes, when you present your screaming cool value, 
exchange your offer in a way such as how we're going to break this down. The upside, the win for you is 
an 18% conversion rate. Again, the goal is six to 13%. And then when we are just reviewing the data the 
other day for the performance of this one, noticing 18%, it's like, holy bananas. So I want to break this 
one down so that you can see the core elements as to how that happened so that you can take and 
apply, follow the exact same recipe. Obviously your design is going to look different, but if you have the 
same design fundamentals, in your screaming, cool value exchange, the way you're presenting the offer, 
then you'll be able to duplicate or achieve a similar result.  

Stephen (01:10): 

So let's start slicing apart the elements of what made this design, so effective. Okay. So let's take a closer 
look at some of the pieces and, and then we'll put it into, kind of the three sided pyramid again. So you 
can see how they get, knitted together. So the first is the headline, which is very, very clear, right? So 
this headline super simple. Again, we're not trying to be persuasive. We're following Dr. Flint 
McLaughlin's advice, clarity trumps persuasion. So here, free workshop. Very, very clear headline. Then 
the second piece is the subhead again, very clear, right? So here we're saying planning for real estate 
success, make your 2021 your best year ever with three easy steps. Very, very clear. Sub-headline not 
trying to be persuasive. We're airing on the side of clarity. Okay. So headline sub-headline all right.  

Stephen (02:17): 

So that's the first two pieces. Second piece, actually, I should say that's the first piece broken into two 
pieces. First ingredient broken into two pieces. So next, let me actually back this up a little bit, so I can 
get a little bit more space and create some separation there. Okay. Next is what we'll call the value 
proposition here. So value prop, or from the perspective of your audience, your prospects and clients, 
what are the benefits? What are the benefits to them? This is not about you again, just so like we were 
talking about before with the value exchange, when you're creating it, this has nothing to do with the, 
with you at all. What are the business challenges that you are going to be solving in this case? An online 
workshop in a PDF, in a checklist in whatever the screaming cool value exchange is, whatever the offer 
is, how are you helping them solve challenges?  

Stephen (03:13): 

So here we decided to use three, which is how to make powerful decisions, simplifying what to do 
today, and then three, make your business growth. 100% predictable for Erin's audience. That's 
extremely important to them each of these three. So those that value proposition rang loud and clear as 
far as what the benefits were. Okay. So let me get some space here. We're going to knit all of this 
together here in just a second, but I want to free up some working space. Okay. So now let's take a look 
at clear call to action, which is in the blue button, sign up for the free workshop now. Okay. I know that 
that might sound overly simplistic. Okay. But it is very, very clear what it is. Very clear. All right. So it is 
super important to make sure that the call to action, is very, very clear, right?  

Stephen (04:22): 

So again, we're going for clarity. So now let's put all three of these together and see how they all work 
together. All right. So again, let's use a triangle. So here we've got, I'm just going to turn sideways here. 
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We're going to say headline, subhead. And again, we're looking for clear, right? I got to twist my iPad 
here for a second. Then over on this other side, we've got value proposition, or maybe you want to think 
of that as benefits again, to your audience. It's not about you. It's about solving their business 
challenges. And then here and again, we're also looking for clarity and then absolutely with the call to 
action, the actual button in this case, you know, signing up, we're looking for clarity. So clarity, clarity, 
clarity, and then the result outcome is you then have a new person to your list. 

Stephen (05:32): 

Now, I wouldn't personally define that email opt in when somebody decides to register for, your 
workshop or download your ebook or anything, I wouldn't necessarily call that person or entitle that 
person or describe that person, excuse me, as a new lead. I know oftentimes it's very, you know, some 
people do do that say, oh, well you have a new lead and we're going to be talking about a new lead 
sequence. So it implies that they're a lead. What you've done is you've expanded your list. You've grown 
your list, you've built your list. That's awesome. Now they're going to go into a new lead sequence in 
order to convert them into a lead. At some point, you want them to raise their hand and say, yep, I want 
to talk with you further about that opportunity of you being helpful inside my business and helping me 
accomplish these challenges. Thank you very much for all of this stuff. All the helpfulness, all the 
teaching, all the knowledge, all the experience, all of your smarts and all of that. Now I want to take that 
relationship a little bit deeper to see if we can accelerate the results even further. So that's why I'm 
defining that person. Not yet a lead, but it's now a person who has raised their hand and said, yes, I 
want to take that relationship deeper and I want to continue learning from you. Okay. So those are the 
key elements to the actual content on how you're presenting the offer. Okay. So when we come back 
into the next video, we're going to take the design fundamentals even deeper so that you have all three 
of these videos around fundamentals. So can knit that together. All right. See you back in just a few 
minutes. 

 


