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DISCLAIMER AND/OR LEGAL NOTICES: 
The information presented herein represents the view of the author as of the date of 

publication. 
 

Because of the rate with which conditions change, the author reserves the right to 
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informational purposes only. While every attempt has been made to verify the 
information provided in this report, neither the author nor his affiliates/partners 

assume any responsibility for errors, inaccuracies or omissions. 
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Turn Those Clicks into Cash 
 

 
 

Getting traffic is exciting. Watching your email list grow is exciting. 

But let’s be completely honest… none of it matters unless you have a system 
in place to turn that attention into sales. 

The lifeblood of any online business is the ability to generate consistent revenue… 

and that means building sales systems that work day after day, whether you’re 

launching a new product, promoting as an affiliate, or running a continuity program. 

That’s exactly what this report is about. 

You see, in the internet marketing world, and especially on platforms like 

WarriorPlus, JVZoo, and ClickBank, there’s no shortage of products. Every day new 

offers are launched, affiliates are blasting emails, and vendors are fighting for 

leaderboard spots.  

On the surface, it looks like a game of “who can mail harder,” but when you take a 

closer look, you’ll see the people at the top aren’t always the ones with the biggest 

lists. 
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They’re the ones with systems. 

They’ve figured out how to craft sales pages that grab attention, how to write emails 

that build trust while pushing readers to buy, how to design upsells and order bumps 

that double cart value, and how to add continuity programs that create reliable 

recurring income.  

In other words, they’ve mastered the art of monetization. 

The good news is that monetization isn’t about reinventing the wheel. You don’t need 

to become a legendary copywriter overnight or invest five figures in a fancy funnel. 

What you do need are practical frameworks and prompts that guide you through 

building sales systems step by step. That’s exactly what this pack delivers. 

Over the coming sections, you’ll find prompts that help you: 

● Write powerful sales pages that make even skeptical buyers sit up and 
take notice. Instead of staring at a blank screen, you’ll have prompts for 

headlines, bullets, stories, testimonials, and guarantees that you can plug into 

your own offers right away. 

● Build email campaigns that do more than just promote but also entertain, 

and persuade. Whether you’re setting up a welcome series, running a 5-day 

launch, or sending a daily story email, you’ll have prompts to guide you. 

● Create your own products - digital courses, memberships, toolkits, and 

coaching packages. Having your own offers changes the entire game. It gives 

you authority, higher profits, and control over your business. 

● Run affiliate promotions that stand out from the dozens of other marketers 

promoting the same offer. With prompts for bridge pages, bonuses, and 

review content, you’ll finally have a way to differentiate yourself and actually 

compete. 

● Step into high-ticket sales, whether that’s a $997 coaching program or a 
$5,000 mastermind. The prompts in that section will help you design the 

offer, run webinars, handle objections, and close with confidence. 
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● Multiply your profits with upsells, downsells, cross-sells, and order 
bumps. Many marketers leave 50% of their income on the table simply 

because they don’t have a proper funnel. With the right prompts, you’ll fix that. 

● Stabilize your income with recurring programs. Nothing beats the feeling 

of waking up to a flood of monthly membership payments. These prompts will 

help you design continuity offers that people actually want to stick with. 

 

And if that wasn’t enough, you’ll also find a bonus section of advanced prompts that 

go beyond the basics. Think conversion psychology, funnel stacking, JV leverage, 

multi-channel monetization, and long-term scaling strategies. 

Together, these sections give you the building blocks of a sales system that works… 

whether you’re just starting out, or you’ve already launched a few products of your 

own. 
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Sales Page Copy 
 
If you’ve ever scrolled through WarriorPlus or JVZoo, you’ll notice one thing: the 

best-selling products don’t always have the best content… but they almost always 

have killer sales pages. 

 

Why? Because the words you use on your page can make or break your 

conversions. 

 

The truth is, writing sales copy that actually sells is one of the toughest skills for 

internet marketers to master. And the problem gets worse when you’re rushing a 

launch. Most people slap a few bullets on a page, paste in some generic hype, and 

hope for the best. 

 

That’s where this section comes in. The prompts here are designed to help you 

generate high-converting headlines, bullets, stories, testimonials, guarantees, and 

CTAs… all tailored for low-ticket and mid-ticket IM products. Whether you’re writing a 

quick OTO page or a long-form ClickBank-style sales letter, these prompts will give 

you the structure and inspiration to turn “window shoppers” into rapid-fire buyers. 

 

Strategy & Page Architecture 

 

1. Create a complete long-form sales letter for a WarriorPlus launch. 
You are a professional direct-response copywriter specializing in internet marketing 

product launches. Please draft a full sales page outline for a $17 front-end product 

being launched on WarriorPlus. The page should include: 

● Headline: a bold claim that is beginner-friendly but curiosity-driven. 

● Lead-in story: 2–3 paragraphs connecting with the struggles of IM beginners 

(shiny object syndrome, lack of results, wasted money). 
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● Problem agitation: 5 bullets or mini-paragraphs painting the pain of the “old 

way.” 

● Solution reveal: introduce the product, showing how it solves those 

frustrations. 

● Proof section: add at least 3 elements (screenshots, mini case studies, 

testimonials). 

● Offer stack: list product components and bonuses with value tags. 

● Guarantee block: write a compliance-friendly refund section. 

● Final CTA: 3 button copy lines with urgency (“Claim Instant Access Now”). 

 

2. Build 5 alternative hero sections for a JVZoo sales page. 
Design 5 hero section layouts, each with: 

● A headline + subheadline. 

● 3–5 bullet points. 

● CTA button copy. 

● Each layout should use a different angle: bold claim, proof-driven, story-

based, curiosity-led, and bonus-focused. 

 

3. Draft a full sales page outline for a $47 ClickBank product. 

Your task is to create a structured sales letter outline for a $47 training product. 

Include: 

● Big promise headline. 

● Empathetic intro story (frustrations of the target audience). 

● Problem agitation section. 

● Solution reveal. 

● Case study/proof section. 

● Offer breakdown with bonuses. 

● Value stack (showing high perceived value vs. low cost). 
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● Guarantee + urgency close. 

 

4. Create a 3-step process block. 

Draft a section with: 

● Headline (“Here’s How It Works”). 

● Step 1, Step 2, Step 3 explained in benefit-driven language. 

● CTA line at the end. 

 

5. Build 3 visual funnel diagrams for sales pages. 
Describe how to present: 

● FE + OTO1 + OTO2. 

● Simple 2-step funnel. 

● Evergreen webinar funnel. Provide copy for captions. 
 

Headlines, Pre-headlines, Subheads & Openers 

 

6. Generate 15 variations of a results-driven headline for a ClickBank-style 
product. 
You are a headline expert. Please create 15 different headline options for a 

ClickBank-style sales page. For each headline: 

● Show the formula used (e.g. “How to [Result] Without [Pain]”). 

● Provide a one-sentence rationale for why it works (e.g. urgency, authority, 

beginner-friendliness). 

● Suggest whether it’s best for cold, warm, or hot traffic. 
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7. Rewrite a weak headline into stronger, conversion-boosting options. 
Take the headline: “Learn How to Build a List Online.” 

Please produce 10 upgraded versions. For each version: 

● Add a unique benefit or angle (speed, simplicity, profit, newbie-friendly). 

● Include an optional subheadline to expand the promise. 

● Provide one matching CTA button line. 

 

8. Create a subheadline swipe file for benefit-driven persuasion. 
Generate 12 subheadlines that: 

● Tackle common objections (“Even if you have no list, no tech skills…”). 

● Add curiosity and reassurance. 

● Suggest placement (beneath main headline, mid-page, or near CTA). 

 

9. Draft 10 pre-headline options (the small line above the headline). 
Provide 10 short pre-headline texts that add credibility, curiosity, or urgency. For 

each one: 

● Explain the purpose (e.g. “Adds authority,” “Warms cold traffic”). 

● Show a headline it pairs well with. 

 

10. Create 5 alternative page openers. 
Styles: story-based, shocking statistic, empathy-driven, question-led, blunt claim. For 

each: 

● Provide example copy. 

● Suggest what type of offer it suits best. 
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11. Draft 10 credibility-boosting headline openers. 

Examples: “From the Desk of…” “As Seen On…” “Trusted By…” etc. Provide IM-

specific versions. 

 

12. Write 10 variations of “What’s Inside” headlines. 

Each suited for training, software, or toolkits. 
 

Story, Problem & Case Studies 

 

13. Create a “problem agitation” story block. 
Write a 4–5 paragraph section that: 

● Describes the pain of trying and failing with old methods. 

● Uses vivid, emotional language to connect with IM beginners. 

● Transitions naturally into the product reveal. 

 

14. Build a case study section. 
Include: 

● Headline (“How Marketer X Used This To Get [Result]”). 

● Short story format (challenge → solution → result). 

● CTA linking back to purchase. 

 

15. Draft a “success vision” closing block. 

● Headline. 

● 3 bullets showing future outcomes. 
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● CTA. 

 

Bullets & Core Messaging 

 

16. Create a bullet bank for a $17 WarriorPlus front-end product. 
As an experienced copywriter, draft 20 bullets (10 curiosity-driven, 10 results-driven). 

For each bullet: 

● Focus on quick wins and common IM pain points (traffic, list building, 

conversions). 

● Include one “blind bullet” that teases a hidden method. 

● Add placement notes (above the fold, mid-page, near CTA). 

 

17. Create a bank of 10 power words for sales copy.  
For each word/phrase: 

● Provide a definition. 

● Show a sample sentence using it. 

● Explain why it works for IM audiences. 

 

18. Create 10 “you’ll love this if…” bullets. 

Each should call out specific target personas (newbie, list-builder, affiliate). 

 

19. Create 10 “secret method” bullet lines. 
Blind style, with IM examples. 
 

Offer, Bonuses & Value Stack 
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20. Draft a mini bonus stack section. 
Create a section highlighting 3 bonuses. For each: 

● Write a compelling name. 

● Add 3 bullets showing value. 

● Show the perceived value ($ amount). 

● End with a CTA to purchase. 

 

21. Create 5 fast-action bonus blurbs. 
 Each blurb should be: 

● 2–3 sentences long. 

● Directly tied to the core offer. 

● Scarcity-driven (“Only for first 100 buyers”). 

● Include suggested placement on the sales page. 

 

22. Develop a value stack pricing breakdown. 
Structure a section with: 

● Headline (“Total Value = $497, Yours Today for Just $27”). 

● 5 product components, each with value tags. 

● CTA line + guarantee note. 

 

23. Create a bonus delivery recap section. 

● Headline (“Here’s Everything You Get”). 

● Bulleted bonus list. 

● CTA line. 

 



 

MARKETING POWERHOUSE: SALES & MONETISATION SYSTEMS  15 

 

24. Build 3 “stack slide” descriptions. 

For use on graphics, describe headline + bullets. 
 

Proof & Social Proof 

 

25. Write a social proof section with testimonials. 
Provide: 

● 5 short testimonial examples (written in authentic customer voice). 

● Formatting guidelines (photo, name, quote). 

● A subheadline like “Here’s What Other Marketers Are Saying.” 

 

26. Draft testimonial collection prompts. 
Provide: 

● An email script asking for testimonials. 

● A DM message template. 

● A short form with guiding questions for customers. 

 

27. Write 5 social proof blurbs in “screenshot style.” 
For each: 

● Short description of result. 

● Copy to frame the screenshot. 

● CTA to scroll down and buy. 

 

28. Write a proof-driven “stats” section. 

● Headline (“Numbers Don’t Lie”). 
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● 3–4 stat callouts. 

● CTA line. 

 

29. Draft a testimonial “montage” section. 

● Group of 3–5 testimonials. 

● Suggested formatting. 

● Transition line. 

 

30. Create 5 “testimonial callouts.” 

Short blurbs to insert throughout the page. 
 

Guarantees & Risk Reversal 

 

31. Develop a guarantee block that reassures sceptical buyers. 
Please write 3 distinct refund guarantee sections for a digital product sales page: 

● A 30-day standard guarantee (straightforward, compliance-friendly). 

● A bold 60-day “try it out” guarantee (confidence-driven). 

● A risk-free trial guarantee (emphasizing safety for the buyer). 

 For each, provide a short sub-line to place under the purchase button. 

 

32. Write a “risk reversal” copy block. 

● Headline (“We Take All the Risk”). 

● 2 paragraphs of guarantee-driven copy. 

● CTA that emphasizes safety. 
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33. Create a guarantee Q&A block. 
Structure: 

● 3 questions (“What if I change my mind?”). 

● Short reassuring answers. 

● CTA line after each. 

 

34. Write 3 alternative guarantee angles. 

● “Iron-clad guarantee.” 

● “Love it or leave it.” 

● “Results or refund.” Each with copy. 
 

CTAs, Buttons & Recaps 

 
35. Build 5 CTA button sets. 
For each set: 

• Main button line. 

• Small subtext line beneath. 

• Optional urgency line. 

 E.g. “Send Me Instant Access → Start Profiting Today → Only Available Until 

Midnight.” 

 
36. Create a closing PS bank. 
Write 10 PS lines: some add scarcity, some recap bonuses, some restate benefits. 
Suggest placement for each. 

 
37. Create 10 CTA button text variations. 
Mix urgency, curiosity, and benefit-driven copy. 

 
38. Write a recap section headline bank. 
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10 variations like “Let’s Recap Everything You Get.” 
 

Scarcity, Urgency & Closing

 
39. Write a scarcity-driven closing section for a sales page. 
Please create a full scarcity section with: 

Headline options like “Act Now Before This Disappears.” 

3 urgency triggers (deadline, bonus removal, price increase). 

CTA button lines with scarcity baked in. 

A PS reminding readers what they’ll miss out on. 

 
40. Draft 5 scarcity-driven email teasers for the sales page. 
Each should: 

Be 2–3 sentences. 

Link to the sales page. 

Focus on a different urgency trigger. 

 
41. Build a scarcity FAQ block. 
3 questions about deadlines, bonuses, price increases. 

Short answers that reinforce urgency. 

 
42. Draft 5 urgency countdown blurbs. 
Each should fit under a timer. 1–2 sentences only. 

 
43. Write a “last chance” sales page close. 
Headline. 

Short scarcity copy. 

CTA. 

 
44. Draft a mini “bonus expiration” timer section. 
Headline. 

Short blurb. 
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CTA. 
 

FAQs & Objection Handling 

 
45. Write a “Who This Is For / Not For” section. 
Create a copy block that clearly outlines: 

5 bullets for “Who This Is For.” 

5 bullets for “Who This Is Not For.” 

 Use a friendly but firm tone to attract ideal buyers while filtering out refund seekers. 

End with a short CTA transition. 

 
46. Develop a 7-question FAQ section. 
Write 7 FAQs + answers for a $97 training product. Include: 

2 objections (“What if I’m brand new?” “What if it doesn’t work for me?”). 

3 practical questions (refund policy, access, support). 

2 curiosity-driven questions (what’s inside, how fast can I see results). 

 
Compliance, Trust & Credibility

 
47. Write an “About the Creator” credibility block. 

 Structure this section with: 
Headline (“Why Listen to Me?”). 
3 proof bullets (background, results, experience). 
2 short paragraphs telling a relatable backstory. 
Closing CTA line. 

 
48. Write a compliance-friendly disclaimer block. 

Provide: 
Headline (“Important Earnings Disclaimer”). 
2–3 sentences avoiding hype. 
Closing line encouraging action while being transparent. 
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49. Build 5 credibility badges. 

Describe text for “Money Back Guarantee,” “Secure Checkout,” etc. 

 
50. Draft a compliance-friendly “proof disclaimer” block. 

Acknowledge screenshots are examples. 
Encourage effort. 
CTA line.  
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Email Marketing 

They say “the money is in the list,” and if you’ve been in internet marketing for more 

than five minutes, you’ve already heard that a thousand times. But here’s the real 

secret: the money is in the relationship you build with your list. 

 

Anyone can send a promo email. Very few know how to warm subscribers up, tell a 

story, handle objections, and close the sale inside an inbox. 

 

That’s why this section is packed with prompts to help you create welcome 

sequences, daily emails, story-driven promos, and deadline pushes. These are the 

exact types of campaigns that top WarriorPlus and JVZoo vendors use to dominate 

leaderboards… not because they mail the hardest, but because they mail the 

smartest. 

 

Use these prompts to keep your list engaged, entertained, and (most importantly) 

buying. 

 

Welcome & Onboarding Sequences 
 

51. Write a 5-email welcome series for new subscribers who joined via a free 
checklist. 

● Email 1: deliver the checklist + friendly intro. 
 

● Email 2: story of your own struggles in IM (relatable, not guru-like). 
 

● Email 3: position yourself as a helpful guide with quick-win tips. 
 

● Email 4: soft pitch for a low-ticket product. 
 

● Email 5: transition to regular promo emails. 
 

 

52. Build a “warm-up” sequence for subscribers joining from a solo ad. 
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● 3 emails to build trust fast. 
 

● Share personal story + explain why you send value. 
 

● Show proof that you deliver on promises. 
 

● Invite them to whitelist your email. 
 

 

53. Create 10 subject lines for a “welcome to the list” email. 

● Each must feel warm, curiosity-driven, and beginner-friendly. 
 

● Indicate whether it’s suited for a WarriorPlus, JVZoo, or ClickBank audience. 
 

 

54. Draft a mini-course style onboarding. 

● 5 emails that deliver one “lesson” each. 
 

● Structure each email with: short tip, why it matters, action step, soft pitch. 
 

 

55. Write a “thanks for joining” email with a subtle affiliate promo. 

● Acknowledge the free gift. 
 

● Include 3 quick tips. 
 

● Transition naturally into recommending a paid tool/product. 
 

 

Daily Broadcast & Engagement Emails 

 

56. Create 10 curiosity-driven subject lines for daily broadcasts. 

● Use patterns: “Weird trick…,” “What nobody tells you about…,” “Why I 
stopped doing…” 
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● Show IM-specific examples (list building, JV promos, funnels). 
 

 

57. Draft a “what not to do” email. 

● Open with 3 common mistakes in IM. 
 

● Transition into a recommended product that solves those mistakes. 
 

 

58. Write a short “value first” broadcast. 

● Give one actionable tip (like a quick email hack). 
 

● Add proof or story. 
 

● Soft CTA at the end. 
 

 

59. Build a weekly “round-up” email template. 

● Headline (“This Week’s Big Wins in IM”). 
 

● 3 bullet highlights (news, resources, tips). 
 

● CTA to your main product. 
 

 

60. Draft 5 “pattern interrupt” email openings. 

● Use humor, shock, confession, or blunt statements. 
 

● Example: “I almost quit email marketing last night…” 

 

Story-Based Selling 

 

61. Write a hero’s journey email for promoting a WarriorPlus product. 
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● Structure: struggle → discovery → result → CTA. 
 

● Include emotional connection + proof. 

 

62. Build a “customer spotlight” story email. 

● Share a case study (fictional placeholder allowed). 
 

● Show how they solved a problem using the product. 
 

● CTA: “See how you can do this too.” 

 

63. Create a “before and after” story email. 

● Describe life before using the tool. 
 

● Contrast with life after. 
 

● Use vivid imagery and benefit-driven copy. 

 

64. Draft a “confession style” story email. 

● Begin with a mistake you made. 
 

● Transition into the product that solved it. 
 

● CTA to learn from your lesson. 

 

65. Build a “weird discovery” angle email. 

● Hook: unusual story or stat. 
 

● Tie into how the product uses something unexpected. 
 

● CTA to check it out. 

 

Promotional Campaigns 
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66. Create a 3-day promo sequence for a $27 front-end product. 

● Day 1: intro + benefit-driven. 
 

● Day 2: proof + case study. 
 

● Day 3: urgency + bonuses. 

 

67. Write a 5-email affiliate promo campaign for a JVZoo launch. 

● Email 1: teaser of upcoming launch. 
 

● Email 2: problem agitation + bridge to solution. 
 

● Email 3: bonus reveal. 
 

● Email 4: scarcity push. 
 

● Email 5: last chance. 

 

68. Draft 10 bonus reveal subject lines. 

● E.g., “My $497 Bonus Pack for [Product Name].” 
 

● Make each sound urgent and exclusive. 

 

69. Write a “hidden angle” email for affiliate promos. 

● Share a benefit not mentioned on the sales page. 
 

● Position yourself as the insider with unique insight. 

 

70. Create a cross-promo campaign between two products. 

● Email 1: teach a concept using Product A. 
 

● Email 2: explain how Product B complements it. 
 

● Email 3: bundle bonus offer for buying both. 
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Scarcity & Deadline Sequences 

 

71. Build a 3-email cart-close sequence. 

● Email 1: reminder of deadline + benefits recap. 
 

● Email 2: FAQ + objection handling. 
 

● Email 3: final urgent push. 

 

72. Write 5 “deadline reminder” PS lines. 

● Each 1–2 sentences. 
 

● Use urgency without hype. 

 

73. Draft 3 subject line variations for last-day emails. 

● Example: “Gone at Midnight.” 
 

● Each with slightly different urgency style. 

 

74. Create a “bonus disappearing” email. 

● Short copy announcing the removal of a bonus. 
 

● CTA urging readers to act before it’s gone. 

 

75. Write a “cart closed” thank-you email. 

● Acknowledge the deadline has passed. 
 

● Offer a waitlist or evergreen alternative. 

 

Engagement, Reactivation & Segmentation 
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76. Create a reactivation email for dormant subscribers. 

● Subject line ideas (3). 
 

● Copy that re-engages with curiosity or free gift. 

 

77. Draft a segmentation campaign for your list. 

● Ask subscribers to click links that indicate interest. 
 

● Use these to segment into “buyers,” “freebie seekers,” etc. 

 

78. Write a poll-style engagement email. 

● Ask 1 question related to IM challenges. 
 

● Give 3 clickable answers. 
 

● Use clicks to segment your audience. 

 

79. Build a “win-back” email with a free bonus. 

● Headline: “I Miss You.” 
 

● Deliver a free swipe file. 
 

● CTA to rejoin your main funnel. 

 

80. Draft a “check-in” style personal email. 

● Short, casual tone. 
 

● Ask what they’re struggling with. 
 

● Invite replies for engagement. 
 

 

Advanced Sequences 
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81. Write a 7-day indoctrination series. 

● Day 1: intro + freebie delivery. 
 

● Day 2: your story. 
 

● Day 3: teaching email. 
 

● Day 4: affiliate product tie-in. 
 

● Day 5: bonus tip. 
 

● Day 6: case study. 
 

● Day 7: hard pitch. 

 

82. Draft an evergreen “soap opera sequence.” 

● Outline 5–7 emails with open loops. 
 

● End each email with curiosity to read the next. 

 

83. Create a “launch list warm-up” sequence. 

● 3–5 emails sent before a product launch. 
 

● Build hype and curiosity. 
 

● Invite them to whitelist your email. 

 

84. Build a hybrid education/promo sequence. 

● 3 emails that each teach a small tip. 
 

● Each email transitions into a CTA for a paid product. 
 

 

85. Write a “seasonal promo” sequence. 

● Frame around an event (Black Friday, New Year). 
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● Create urgency using the season. 
 

● Suggest bonuses or discounts. 

 

Deliverability, Style & Optimization 

 

86. Write 5 alternative sign-off styles. 

● Vary tone: friendly, humorous, professional, urgent, casual. 

 

87. Draft a “short-form” vs “long-form” email test. 

● Show both formats for the same offer. 
 

● Explain when each is more effective. 

 

88. Create 10 CTA variations for emails. 

● Include buttons, text links, and PS CTAs. 
 

● Show which audience each style suits best. 

 

89. Write a “reply to me” engagement CTA. 

● Example: ask readers to hit reply and share their #1 struggle. 
 

● Add short benefits of replying. 

 

90. Draft a “social proof drop-in” block for emails. 

● 3–4 short testimonial snippets. 
 

● How to insert naturally into an email. 

 

Affiliate & JV Email Support 
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91. Create 5 affiliate swipe templates. 

● Each with subject line, opening, bullets, and CTA. 
 

● One for curiosity, one for proof, one for urgency, etc. 

 

92. Draft a “bonus stack” affiliate email. 

● Headline: “Here’s My Exclusive Bonus Pack.” 
 

● List 3 bonuses with value blurbs. 
 

● CTA to sales page. 

 

93. Build a “bridge page” promo email. 

● Email directs to a bridge page instead of direct affiliate link. 
 

● Outline subject line, body copy, and CTA. 
 

 

94. Write a leaderboard-style promo email. 

● Hook: “This product is crushing it right now.” 
 

● Add EPC/leaderboard proof. 
 

● CTA to join buyers. 

 

95. Draft a “JV partner request” outreach email. 

● Subject line. 
 

● Friendly intro. 
 

● Short pitch about promoting your product. 
 

● Offer of reciprocal support. 
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Testing & Ongoing Improvement 

96. Create a simple A/B subject line testing plan. 

● 5 subject line variations. 
 

● How to track open rates. 
 

● When to declare a winner. 

 

97. Draft 10 “curiosity gap” PS lines. 

● Each ends with a teaser. 
 

● Example: “Tomorrow I’ll reveal the #1 tool I wish I’d had years ago.” 

 

98. Write a “click magnet” link section. 

● 3 variations of copy that entice clicking. 
 

● Each framed differently (curiosity, urgency, proof). 

 

99. Create a “funnel integration” checklist for emails. 

● Confirm delivery of lead magnet. 
 

● Insert bridge page link. 
 

● Add upsell CTA. 
 

● Schedule deadline reminders. 

 

100. Draft a “re-engagement sequence results tracker.” 

● Build a simple table for open/click metrics. 
 

● Explain how to measure reactivated subscribers. 
 

● Suggest what to do with still-inactive leads.  
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Product Creation 
 
Here’s a hard truth: if you want long-term success online, you can’t just live off 

affiliate commissions forever. At some point, you need to have your own product. 

 

The great news? Creating a product doesn’t have to be complicated. In fact, in the 

IM space, some of the most profitable products are simple checklists, swipe files, or 

60-minute trainings packaged smartly and delivered with confidence. 

 

This section will guide you through brainstorming product ideas, structuring digital 

courses, setting up memberships, building toolkits, and even designing high-ticket 

coaching offers. The prompts will push you to think like a vendor, not just an 

affiliate… and once you step into that role, everything in your business changes. 

 

Idea Generation & Market Validation 
 

101. Generate a list of 15 digital product ideas suited for WarriorPlus or JVZoo 
launches. 

● Provide a short description of each idea. 
 

● Explain why it solves a real problem for internet marketers. 
 

● Suggest an entry-level price point for each ($7–$27). 
 

● Highlight which niches are best suited (traffic, list building, affiliate marketing). 
 

 

102. Create a product validation checklist using AI. 

● Step 1: Research existing offers on WarriorPlus, JVZoo, ClickBank. 
 

● Step 2: Check refund rates and EPCs as indicators. 
 

● Step 3: Look for unmet needs in reviews/testimonials. 
 

● Step 4: Draft 5 questions to ask your audience for validation. 
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103. Write a competitor gap analysis prompt. 

● Analyze 3 best-selling products in your niche. 
 

● Identify what they’re missing (support, templates, real-world examples). 
 

● Suggest how your new product could stand out. 
 

 

104. Create a “profitable micro-niche finder” system. 

● Generate 10 micro-niches within IM (e.g., TikTok traffic for coaches). 
 

● For each, explain potential demand. 
 

● Suggest a product type that fits (checklist, toolkit, mini-course). 
 

 

105. Build a customer avatar exercise for product creation. 

● Draft AI prompts to generate buyer personas. 
 

● Include: age, goals, struggles, budget, buying triggers. 
 

● Provide example output tailored to IM beginners. 
 

 

Digital Courses & Training Products 
 

106. Outline a 5-module mini-course on affiliate marketing for beginners. 

● Module titles. 
 

● Lesson breakdown. 
 

● Suggested delivery format (video, PDF, slides). 
 

● Add an upsell opportunity at the end. 
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107. Draft 3 course outlines for different IM sub-niches. 

● Traffic generation. 
 

● Email list building. 
 

● Launching a first product. 
 For each: list 5 modules with lesson titles. 
 

 

108. Create a “challenge-based course” framework. 

● 7-day challenge outline. 
 

● Daily tasks for participants. 
 

● Templates or resources to include. 
 

● Email sequence that supports challenge progression. 
 

 

109. Build a “workshop in a box” product. 

● Topic: “How to Write Converting Emails in 1 Hour.” 
 

● Agenda (intro, demo, action steps). 
 

● Handouts and slides AI could help create. 
 

● Suggest ways to record and sell the replay. 
 

 

110. Develop a template pack product. 

● Brainstorm 20 templates (emails, headlines, bonuses, product launch 
checklists). 
 

● Describe how to package them (zip file, Google Docs, Canva). 
 

● Suggest an upsell: “Done-for-you swipes.” 
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Membership Sites & Recurring Products 
 

111. Design a $27/month membership site. 

● Core theme (traffic club, email swipe vault, bonus pack library). 
 

● Monthly deliverables (training video, template, Q&A). 
 

● Community aspect (FB group, forum). 
 

● Retention tactics (gamification, member-only bonuses). 
 

 

112. Create a 12-month content plan for a membership. 

● Month-by-month breakdown. 
 

● Example: Month 1 = traffic hacks, Month 2 = list growth. 
 

● Add bonus months (seasonal promos, challenges). 
 

 

113. Draft a “trial to paid” funnel for memberships. 

● Step 1: $1 trial page copy. 
 

● Step 2: email series encouraging upgrade. 
 

● Step 3: upsell to annual plan. 
 

● Provide example headlines for each stage. 

 

114. Build a retention checklist for memberships. 

● Add community engagement. 
 

● Offer milestone rewards. 
 

● Rotate fresh bonuses. 
 

● Create monthly “must-open” content emails. 
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115. Write 10 membership perks. 

● Examples: swipe file vault, private podcast feed, monthly Q&A. 
 

● Explain why each keeps members subscribed. 
 

 

Coaching, Consulting & High-Ticket Offers 
 

116. Outline a 4-week group coaching program for IM beginners. 

● Weekly session topics. 
 

● Support materials. 
 

● Accountability tasks. 
 

● Pricing suggestion ($297–$497). 
 

 

117. Create a 12-week one-to-one coaching roadmap. 

● Break into 3 phases (foundation, growth, scaling). 
 

● Deliverables each week. 
 

● Suggested upsell into mastermind group. 
 

 

118. Draft a “VIP day” coaching package. 

● 6-hour agenda (audit, training, Q&A). 
 

● Deliverables (recording, slides, bonus templates). 
 

● Pricing recommendations ($997+). 
 

 

119. Build a coaching application form prompt. 
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● Draft 10 qualifying questions. 
 

● Include questions that filter out non-serious leads. 
 

● Suggest an automated follow-up system. 
 

 

120. Create a high-ticket coaching funnel outline. 

● Step 1: free training or webinar. 
 

● Step 2: application page. 
 

● Step 3: call booking. 
 

● Step 4: email reminders. 
 

● Provide copy ideas for each stage. 
 

 

Tools, Templates & Done-for-You Offers 
 

121. Brainstorm 10 done-for-you digital products. 

● Examples: DFY email swipes, DFY funnels, DFY bonus packs. 
 

● Show how each can be upsold as a higher-value package. 
 

 

122. Create a toolkit product. 

● Bundle: checklists, scripts, templates, SOPs. 
 

● Headline idea: “Your IM Toolkit in a Box.” 
 

● Upsell suggestion: live workshop on using the toolkit. 
 

 

123. Write a DFY sales funnel outline. 
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● Squeeze page, thank-you page, tripwire, upsell. 
 

● Provide pre-written copy templates. 
 

● Package as a “plug and play” system. 
 

 

124. Develop a software + training hybrid product. 

● Software solves a micro-problem (e.g., subject line generator). 
 

● Training shows how to use it effectively. 
 

● Offer an upsell: resell rights. 
 

 

125. Create a checklist-style product. 

● Title examples (“21-Point Sales Page Checklist”). 
 

● 3 sections (setup, copy, proof). 
 

● CTA to upsell: “Hire me to do it for you.” 
 

 

Pricing & Positioning 
 

126. Build a product positioning exercise. 

● Step 1: define USP. 
 

● Step 2: create 3 taglines. 
 

● Step 3: draft 3 benefit-driven bullets. 
 

● Step 4: map competitors and show contrast. 
 

 

127. Write a pricing strategy guide. 
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● When to use low-ticket tripwires. 
 

● Mid-ticket course pricing. 
 

● High-ticket coaching. 
 

● Add case study-style examples. 
 

 

128. Create a “bundle pricing” prompt. 

● Package 3–4 smaller products. 
 

● Show total value vs. bundle price. 
 

● Add headline + CTA. 
 

 

129. Draft a price anchoring section for sales pages. 

● “Normally $497, Today Just $47.” 
 

● Add comparison examples (“cheaper than one dinner out”). 
 

● CTA reinforcing urgency. 
 

 

130. Create 5 product name formulas. 

● Frameworks: result + time, secret method, system name, benefit-driven, 
curiosity-based. 
 

● Provide IM-specific examples. 
 

 

Upsells, Downsells & Product Suites 
 

131. Outline a product ladder strategy. 

● FE low-ticket. 
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● OTO1 mid-ticket. 
 

● OTO2 high-ticket. 
 

● Backend membership. 
 

● Include price ranges. 
 

 

132. Draft an upsell offer for a $27 front-end. 

● Headline. 
 

● Bullets describing added value. 
 

● Scarcity angle. 
 

● CTA. 
 

 

133. Create 5 order bump ideas. 

● Each under $17. 
 

● Examples: DFY emails, bonus template pack, checklist vault. 
 

● Copy lines to sell them. 
 

 

134. Build a downsell offer page. 

● Headline framing as “lite” version. 
 

● 3 bullets showing what’s removed. 
 

● CTA. 
 

 

135. Draft a backend suite overview. 

● Explain how all products fit together. 
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● Add a visual map. 
 

● CTA encouraging multiple purchases. 
 

 

Bonuses & Value Adds 

136. Brainstorm 15 bonus ideas. 

● Templates, DFY swipes, bonus coaching call, community group. 
 

● Explain why each removes buying friction. 
 

 

137. Write a bonus stack description. 

● Headline (“Grab These Bonuses Worth $497”). 
 

● List 3 bonuses with value blurbs. 
 

● CTA line. 
 

 

138. Create 5 bonus scarcity angles. 

● Limited spots, early buyers only, expiring bonuses, event-based, seasonal. 
 

● Provide copy examples. 
 

 

139. Draft a fast-action bonus page. 

● Headline. 
 

● Bonus description. 
 

● Urgency copy. 
 

● CTA button. 
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140. Write 10 bonus names. 

● Each framed to sound like a standalone product. 
 

● Examples: “Swipe Vault,” “Conversion Toolkit,” “Rapid Results Blueprint.” 
 

 

Evergreen & Repurposed Products 
 

141. Build an evergreen course plan. 

● Record once, sell forever. 
 

● Outline 5 modules. 
 

● Add bonus materials. 
 

● Suggest funnel to promote it. 
 

 

142. Create a repurposing framework. 

● Turn old training into a toolkit. 
 

● Convert live calls into mini-courses. 
 

● Combine blog posts into an ebook. 
 

 

143. Write a “product refresh checklist.” 

● Update screenshots. 
 

● Refresh bonuses. 
 

● Re-record intro. 
 

● Send re-launch emails. 
 

 

144. Build a “lite version” evergreen product. 
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● Strip advanced modules. 
 

● Sell at $17. 
 

● CTA upsell to full course. 
 

 

145. Draft an evergreen funnel integration. 

● Lead magnet. 
 

● Autoresponder sequence. 
 

● Bridge page. 
 

● Evergreen product pitch. 
 

 

Tools, SOPs & Systems 

146. Create a SOP (standard operating procedure) for product launches. 

● Steps from idea → creation → funnel → promo. 
 

● Include a checklist format. 
 

 

147. Write a “content creation workflow” using AI. 

● Step 1: outline with AI. 
 

● Step 2: expand into slides/scripts. 
 

● Step 3: record video. 
 

● Step 4: upload and format. 
 

 

148. Draft a checklist for digital product packaging. 
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● File formats. 
 

● Branding. 
 

● Delivery automation. 
 

● Bonus access. 
 

 

149. Build a customer feedback loop system. 

● Ask for reviews. 
 

● Collect FAQs. 
 

● Improve product based on feedback. 
 

● Relaunch updated version. 
 

 

150. Create a launch debrief template. 

● Record metrics (sales, EPC, refund rate). 
 

● Lessons learned. 
 

● Action steps for next launch.  
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Affiliate Marketing 
 
Affiliate marketing is where many of us start in the IM game. It’s simple: you promote 

someone else’s product, you earn a commission, and you don’t have to handle the 

tech headaches or customer support. 

 

But here’s the catch: with so many people promoting the same offers, how do you 

stand out and actually make consistent sales? 

 

The prompts in this section are all about creating reviews, bonuses, bridge pages, 

emails, and promo angles that give you an edge. Instead of just copying and pasting 

vendor swipes like everyone else, you’ll be able to craft campaigns that make people 

WANT to buy through your link. 

 

If leaderboard spots and recurring commissions sound good to you, this is where 

you’ll find the shortcuts. 

 

Finding & Choosing Affiliate Offers 
 

151. Generate a checklist for evaluating affiliate offers. 

● Metrics: EPC, refund rate, conversion %. 
 

● Sales page strength indicators (headline, proof, scarcity). 
 

● Affiliate tools offered (swipes, graphics). 
 

● Alignment with your audience’s problems. 
 

● End with a decision framework: promote or pass. 
 

 

152. Research 10 evergreen ClickBank niches that have consistent affiliate 
demand. 
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● For each niche: describe audience pain points, typical product prices, and 
proof of buyer activity. 
 

● Suggest 1–2 affiliate products to promote. 
 

 

153. Create an AI-powered prompt to compare two affiliate products. 

● Criteria: payout %, vendor reputation, long-term potential. 
 

● Include a scoring system out of 10. 
 

● Give an example using 2 WarriorPlus launches. 
 

 

154. Build a “fast cash affiliate filter.” 

● Identify offers that deliver fast EPCs and payouts. 
 

● 5 questions to ask: is the FE under $20? Are there strong upsells? Does it 
have a proven funnel? 
 

● Show how to quickly run this filter on JVZoo. 
 

 

155. Draft a “launch calendar prompt.” 

● Pull upcoming launches (from MunchEye or JV pages). 
 

● Compare angles + audiences. 
 

● Suggest which ones to prioritize based on EPC and bonus competition. 
 

 

Pre-Selling & Bridge Pages 
 

156. Create a bridge page outline for a JVZoo affiliate promo. 

● Headline with curiosity. 
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● Short video script (your endorsement + bonus mention). 
 

● Bonus reveal block. 
 

● CTA to buy through your link. 
 

 

157. Draft 3 story-driven bridge page scripts. 

● Format: “I struggled with [problem], then discovered [solution].” 
 

● Each with 3 bullets that build curiosity. 
 

● Include bonus teaser at the end. 
 

 

158. Write a comparison-style pre-sell article. 

● Compare affiliate product vs. common alternative (generic method or tool). 
 

● Include table of features, pros/cons, verdict. 
 

● CTA linking to affiliate offer. 
 

 

159. Build a “problem → solution” pre-sell blog post. 

● Hook: describe pain in IM (e.g., traffic not converting). 
 

● Middle: introduce affiliate product as the solution. 
 

● End: bonus stack CTA. 
 

 

160. Draft a review-style bridge email. 

● Subject lines (3). 
 

● Short intro with credibility. 
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● 3 benefit bullets. 
 

● CTA to bridge page. 
 

● PS with bonus reminder. 
 

 

Reviews & Review Content 
 

161. Write a full product review blog post template. 

● Sections: headline, overview, who it’s for, pros/cons, bonuses, CTA. 
 

● Add suggested word counts. 
 

 

162. Create 5 review video script frameworks. 

● Each script: intro, feature breakdown, personal story, verdict, bonus reveal, 
CTA. 
 

● One version for short TikTok/YT Shorts style. 
 

 

163. Draft 10 review headlines. 

● Curiosity: “Does [Product] Really Work?” 
 

● Proof-driven: “My First 7 Days With [Product].” 
 

● Negative angle: “The Truth About [Product].” 
 

 

164. Build a “mini-review” for an email. 

● 200–300 words. 
 

● Sections: quick overview, 3 pros, 1 con, bonus CTA. 
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165. Write a case study review email. 

● Frame as “I tried this myself.” 
 

● 3 results bullets. 
 

● CTA with urgency. 
 

 

Bonus Stacks & Incentives 

166. Brainstorm 20 bonus ideas tailored for affiliate promos. 

● Categories: DFY swipes, case studies, templates, coaching calls, private 
groups. 
 

● Explain how each adds value. 
 

 

167. Write a bonus stack description. 

● Headline: “Get These $497 Bonuses Free.” 
 

● List 3 bonuses with name + benefit-driven bullets. 
 

● CTA to buy now. 
 

 

168. Create a scarcity bonus plan. 

● Offer 1 bonus to first 25 buyers. 
 

● Offer 1 bonus expiring in 48 hours. 
 

● Write copy blurbs for each. 
 

 

169. Draft 5 “bonus reveal” email templates. 

● Subject lines. 
 



 

MARKETING POWERHOUSE: SALES & MONETISATION SYSTEMS  50 

 

● Body copy showcasing value. 
 

● CTA to sales page. 
 

 

170. Build a bonus delivery system checklist. 

● Steps: create bonus page, connect to affiliate platform, test access. 
 

● Write a short thank-you email to send with bonus delivery. 
 

 

Affiliate Email Campaigns 

171. Create a 5-day affiliate promo sequence. 

● Day 1: teaser. 
 

● Day 2: story email. 
 

● Day 3: bonus reveal. 
 

● Day 4: proof email. 
 

● Day 5: deadline push. 
 

 

172. Write 10 affiliate promo subject lines. 

● Mix curiosity, proof, urgency. 
 

● IM-specific examples. 
 

 

173. Draft a “leaderboard proof” promo email. 

● Subject line: “This Product Is Crushing It.” 
 

● Copy highlighting EPC and leaderboard stats. 
 

● CTA with urgency. 
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174. Create 3 FAQ-style promo emails. 

● Each answers common objections. 
 

● End with CTA. 
 

 

175. Build a “bonus expiring” email. 

● Subject: “Bonus Ends at Midnight.” 
 

● Copy reminding of value. 
 

● CTA to sales page. 
 

Launches, JVs & Leaderboards 
 

176. Write a JV recruitment email for affiliates. 

● Friendly intro. 
 

● Offer details: EPC, funnel, prizes. 
 

● Invite to grab swipes. 
 

 

177. Create a JV page copy outline. 

● Sections: headline, EPC proof, funnel breakdown, leaderboard prizes, affiliate 
tools. 
 

● Add CTA to grab link. 
 

 

178. Draft 5 contest announcement blurbs. 

● “$1000 cash prize for top affiliates.” 
 

● Show urgency for leaderboard. 
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179. Write a mid-launch leaderboard update email. 

● Highlight current winners. 
 

● Encourage others to push harder. 
 

● CTA back to JV page. 
 

 

180. Create a “last 48 hours” JV email. 

● Show how many sales are left to hit milestone. 
 

● Offer mini-prize incentive. 
 

● CTA. 
 

 

High-Value Affiliate Strategies 
 

181. Draft a “webinar affiliate promo” email sequence. 

● 3 emails: invite, reminder, replay. 
 

● Include subject lines + CTA copy. 
 

 

182. Write a bridge page for a high-ticket ClickBank webinar. 

● Hook headline. 
 

● Personal endorsement video script. 
 

● CTA to webinar reg page. 
 

 

183. Create a “case study funnel” pre-sell. 
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● Share real (or hypothetical) results. 
 

● Build curiosity. 
 

● CTA linking to affiliate offer. 
 

 

184. Draft 5 hybrid review/testimonial scripts. 

● Blend product review + personal results. 
 

● CTA with bonus mention. 
 

 

185. Write a high-ticket affiliate phone script. 

● Structure: qualify, share results, recommend product, close with link. 
 

● Provide example dialogue. 
 

 

Evergreen & Passive Affiliate Income 
 

186. Outline an evergreen affiliate funnel. 

● Opt-in magnet. 
 

● Autoresponder with story + promo. 
 

● Bonus delivery. 
 

● Evergreen upsell. 
 

 

187. Build a “top tools” affiliate resource page. 

● Headline: “My Recommended Tools.” 
 

● List 5 affiliate tools with short reviews. 
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● CTA links with bonuses. 
 

 

188. Write an evergreen email sequence. 

● 7 emails promoting core affiliate product. 
 

● Each email with story + CTA. 
 

 

189. Create a resource PDF lead magnet. 

● Title: “My 7 Tools That Run My Business.” 
 

● Each tool linked with affiliate link. 
 

 

190. Draft 5 blog post outlines for evergreen affiliate promos. 

● Formats: listicle, how-to guide, case study, review, comparison. 
 

● Include CTA prompts. 
 

 

Optimization, Tracking & Compliance 
 

191. Build an affiliate tracking sheet. 

● Columns: product, clicks, conversions, EPC, refund rate. 
 

● Provide formula for EPC. 
 

 

192. Create 5 subject line split-test ideas. 

● Example: proof vs. curiosity vs. urgency. 
 

● Write sample lines for each. 
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193. Draft a compliance-friendly affiliate disclaimer. 

● 3 variations (formal, friendly, casual). 
 

● Include placement suggestions. 
 

 

194. Write a cookie-stuffing warning & best practices checklist. 

● Short copy about FTC compliance. 
 

● Steps to stay ethical. 
 

 

195. Create a re-engagement sequence for affiliate list. 

● 3 emails with value first. 
 

● Transition into affiliate promo. 
 

 

Advanced Affiliate Tactics 
 

196. Build a “bonus swap” JV strategy. 

● Offer to include another marketer’s bonus in your stack. 
 

● Outline steps + email script. 
 

 

197. Draft a cross-promo sequence between 2 affiliates. 

● Email swap outline. 
 

● Guidelines for fairness. 
 

● CTA examples. 
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198. Create a retargeting ad script for affiliate promos. 

● Hook line. 
 

● 3 bullet benefits. 
 

● CTA to sales page. 
 

 

199. Write a YouTube script for an affiliate review. 

● Hook. 
 

● Demo features. 
 

● Share personal results. 
 

● CTA to description link. 
 

 

200. Develop a “funnel stacking” strategy. 

● Promote multiple affiliate offers in sequence. 
 

● Outline autoresponder sequence. 
 

● Add example product flow.  
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High-Ticket Sales 
 
Low-ticket products are great for building lists and generating fast cash, but let’s be 

real — if you want to hit life-changing income levels, high-ticket sales are the way to 

go. 

 

We’re talking $497… $997… even $5,000+ programs. And yes, people in this niche 

WILL pay those prices if you can deliver the transformation they want. 

 

This section will help you design irresistible high-ticket offers, run webinars, close on 

sales calls, handle objections, and build funnels that do the heavy lifting for you. 

These aren’t gimmicks — they’re the same strategies coaches, consultants, and top 

IM vendors use to consistently land big clients. 

 

Even if you’re just starting out, these prompts will open your eyes to how simple it 

can be to add a high-ticket arm to your business and multiply your profits without 

multiplying your workload. 

 

High-Ticket Offer Design 
 

201. Build a high-ticket product blueprint. 

● Outline deliverables (weekly coaching, private community, swipe files). 
 

● Define target audience (IM beginners, intermediate affiliates, course creators). 
 

● Set a starting price ($997–$1,997). 
 

● Suggest 3 upsell/downsells to support it. 
 

 

202. Create a value ladder for high-ticket offers. 

● Step 1: $17 FE. 
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● Step 2: $197 course. 
 

● Step 3: $997 group coaching. 
 

● Step 4: $5,000 mastermind. 
 

● Provide copy for how each stage transitions to the next. 
 

 

203. Draft a positioning statement for a high-ticket program. 

● Who it’s for. 
 

● The transformation it provides. 
 

● How it differs from low-ticket offers. 
 

● Write 3 tagline variations. 
 

 

204. Write a naming formula for high-ticket offers. 

● Frameworks: transformation + timeframe, system + promise, authority + 
mastery. 
 

● Provide 10 examples like “Traffic Mastery Intensive” or “Six-Figure List Builder 
Program.” 
 

 

205. Create a deliverables checklist for high-ticket coaching. 

● Weekly group calls. 
 

● Slack/FB group. 
 

● Lifetime access to replays. 
 

● Swipe files and templates. 
 

● Onboarding call. 
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Webinar Funnel & Scripts 
 

206. Outline a 90-minute high-ticket webinar funnel. 

● Step 1: Registration page copy. 
 

● Step 2: Reminder email sequence. 
 

● Step 3: Live webinar script (intro, story, teaching, pitch). 
 

● Step 4: Replay funnel with urgency emails. 
 

 

207. Draft a webinar registration page. 

● Headline with transformation. 
 

● 3 bullet benefits of attending. 
 

● Scarcity trigger (limited seats). 
 

● CTA button copy. 
 

 

208. Write a webinar reminder sequence. 

● Email 1: confirmation. 
 

● Email 2: 24 hours before. 
 

● Email 3: 1 hour before. 
 

● SMS copy for last-minute reminder. 
 

 

209. Create a webinar intro script. 

● Establish authority in 2 minutes. 
 

● Share a relatable story. 
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● Give a clear promise: what they’ll learn today. 
 

● Invite them to stay until the end for a bonus. 
 

 

210. Draft a webinar close script for a $2,000 program. 

● Transition from teaching to offer. 
 

● Break down product components. 
 

● Add 3 scarcity triggers. 
 

● CTA to application or checkout page. 
 

 

Sales Call Preparation 
 

211. Build a discovery call script for high-ticket coaching. 

● Opening rapport questions. 
 

● Pain-point discovery. 
 

● Goal clarification. 
 

● Transition into solution. 
 

● CTA: invite to next step (enroll). 
 

 

212. Draft 10 qualifying questions for sales calls. 

● Budget. 
 

● Current business status. 
 

● Past product/course experience. 
 

● Readiness to commit. 
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● Biggest frustration right now. 
 

 

213. Write an objection-handling script for calls. 

● Objections: price, time, spouse approval, skepticism. 
 

● Response templates for each. 
 

● Closing CTA lines. 
 

 

214. Create a “call flow” framework. 

● Intro (rapport). 
 

● Discovery (pain + goals). 
 

● Pitch (solution). 
 

● Objection handling. 
 

● Close (commitment + payment). 
 

 

215. Build a follow-up system for no-shows. 

● Email reminder 1 (friendly nudge). 
 

● Email reminder 2 (bonus incentive). 
 

● SMS reminder. 
 

● Follow-up CTA to reschedule. 
 

 

Scripts & Templates 
 

216. Write a high-ticket program pitch script (for calls). 
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● Hook (big promise). 
 

● 3 bullets describing benefits. 
 

● Share a case study. 
 

● Ask for commitment. 
 

 

217. Create a 5-part video series script for selling high-ticket. 

● Video 1: Pain agitation. 
 

● Video 2: Authority + story. 
 

● Video 3: Teaching + proof. 
 

● Video 4: Offer reveal. 
 

● Video 5: Urgency push. 
 

 

218. Draft 5 “power close” lines. 

● Examples like: “If we could build this business together and hit [result], would 
you see $997 as an investment or an expense?” 
 

 

219. Write a high-ticket application funnel script. 

● Headline. 
 

● 5 qualifying questions. 
 

● CTA: “Apply Now.” 
 

● Thank-you page copy. 
 

 

220. Create a 3-minute video sales letter script. 
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● Hook (pain + benefit). 
 

● Story (relatable struggle). 
 

● Offer reveal. 
 

● CTA to book a call. 
 

 

Objection Handling 
 

221. Build a “too expensive” objection rebuttal framework. 

● Reframe cost as investment. 
 

● Use ROI calculation. 
 

● Share 1 case study. 
 

● CTA to act now. 
 

 

222. Write a “need to think about it” response. 

● Acknowledge respectfully. 
 

● Ask clarifying questions. 
 

● Reframe urgency. 
 

● Invite to secure spot now. 
 

 

223. Create a “no time” objection response. 

● Show how product saves time. 
 

● Reframe priority vs. time. 
 

● CTA to act today. 
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224. Draft a “spouse objection” script. 

● Respect the concern. 
 

● Offer to jump on a joint call. 
 

● Frame investment as family benefit. 
 

 

225. Write 5 email templates for objection follow-ups. 

● Each handles one common objection. 
 

● Include CTA back to application or checkout. 
 

 

Follow-Up Campaigns 
 

226. Build a 7-day post-webinar follow-up sequence. 

● Day 1: recap + replay. 
 

● Day 2: case study. 
 

● Day 3: FAQs. 
 

● Day 4: objection handling. 
 

● Day 5: scarcity push. 
 

● Day 6: testimonial. 
 

● Day 7: final close. 
 

 

227. Write a 3-email follow-up for call no-shows. 

● Email 1: friendly reminder. 
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● Email 2: social proof. 
 

● Email 3: urgency push. 
 

 

228. Draft a “success story” email for high-ticket. 

● Share client transformation. 
 

● CTA to book a call. 
 

 

229. Create a reactivation sequence for cold leads. 

● Offer new bonus training. 
 

● Show fresh proof. 
 

● Invite to webinar replay or call. 
 

 

230. Write a “fast action” bonus email. 

● Headline. 
 

● List of extra perks for acting within 24 hours. 
 

● CTA to apply. 
 

 

Authority & Proof 
 

231. Write a case study blog post promoting a high-ticket program. 

● Intro: who the client was. 
 

● Challenge → solution → result. 
 

● CTA to apply. 
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232. Draft 5 testimonial request prompts. 

● Example: “Can you share one result you got from working with me?” 
 

● Provide sample formats (short text, video clip, screenshot). 
 

 

233. Create a proof-driven video script. 

● Share screen to show results. 
 

● Narrate client wins. 
 

● Invite to application page. 
 

 

234. Write a PR-style authority article. 

● Headline: “How [Name] Helps Marketers Scale to Six Figures.” 
 

● Position high-ticket program as solution. 
 

● CTA. 
 

 

235. Draft a “behind the scenes” authority email. 

● Share what it’s like inside your program. 
 

● Highlight community, templates, and coaching. 
 

● CTA to join. 
 

 

High-Ticket Funnels 
 

236. Build a high-ticket webinar funnel checklist. 
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● Registration page. 
 

● Reminder emails. 
 

● Live script. 
 

● Replay funnel. 
 

● Application call page. 
 

 

237. Write a funnel map for hybrid high-ticket model. 

● $47 tripwire → $497 course → $2,000 coaching. 
 

● Show each funnel step and upsell. 
 

 

238. Draft a VSL funnel script. 

● Hook, story, problem, solution, proof, CTA. 
 

● Application form on checkout. 
 

 

239. Create a call-booking page copy. 

● Headline (“Let’s Map Your Success Plan”). 
 

● Short bullets describing call benefits. 
 

● Form CTA. 
 

 

240. Write a thank-you page upsell. 

● After booking, offer low-ticket bonus product. 
 

● Provide copy + CTA. 
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Pricing, Packages & Guarantees 
 

241. Draft 5 pricing justification lines. 

● Compare cost to common expenses. 
 

● Show ROI potential. 
 

● CTA to apply now. 
 

 

242. Write 3 high-ticket payment plan offers. 

● Example: $2,000 upfront vs. 3×$750. 
 

● Copy to position each. 
 

 

243. Create a “value vs. cost” copy block. 

● Headline: “What’s the Cost of Staying Stuck?” 
 

● Bullets on lost time/money. 
 

● CTA. 
 

 

244. Draft 3 high-ticket guarantee options. 

● Performance-based, satisfaction-based, milestone-based. 
 

● Write compliance-friendly copy. 
 

 

245. Build a scarcity pricing page. 

● Tier 1: Founders price. 
 

● Tier 2: Standard. 
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● Tier 3: Premium. 
 

● Copy for urgency. 
 

 

Scaling & Automation 
 

246. Create a referral system for high-ticket. 

● Offer commission or bonus for referrals. 
 

● Write outreach copy. 
 

 

247. Draft a team sales script (for closers). 

● Structure: rapport, discovery, pitch, close. 
 

● Provide example dialogue. 
 

 

248. Build a sales tracker template. 

● Columns: leads, calls booked, closes, revenue. 
 

● Include calculation for close %. 
 

 

249. Write a retargeting ad script for webinar replays. 

● Headline. 
 

● Short proof bullets. 
 

● CTA to book a call. 
 

 

250. Draft a high-ticket client onboarding email. 
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● Subject line: “Welcome to the Program!” 
 

● Body: set expectations, link to resources, invite to community. 
 

● Closing CTA: join first coaching call.  
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Upsell, Downsell & Cross-Sell 
 

If you only take one thing away from this section, let it be this: your first sale should 

never be your last sale. 

Most internet marketers leave a ton of money on the table because they don’t 

maximize the value of each customer.  

Think about it…  If someone just pulled out their wallet for your $17 product, isn’t that 

the perfect moment to offer them something more? 

These prompts will help you design upsells, downsells, order bumps, cross-sells, 

and bundles that can easily double (or triple) your average order value. The beauty 

of this? You’re not chasing new customers… you’re simply making more from the 

buyers you already have. 

Smart marketers don’t just sell products. They build profit funnels. This section 

shows you how. 

 

Upsell & Downsell Strategy 
 

251. Design a 3-step upsell funnel for a $17 WarriorPlus front-end product. 

● Step 1: $47 advanced training upsell (script included). 
 

● Step 2: $97 done-for-you pack. 
 

● Step 3: $197 coaching call or membership trial. 
 

● Provide copy hooks for each stage + fallback downsell ideas. 
 

 

252. Draft a downsell page for buyers who reject the first upsell. 

● Headline: “Wait! Before You Go…” 
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● Offer a lighter or cheaper version. 
 

● Write 3 bullets contrasting the full upsell vs. lite option. 
 

● End with urgency CTA. 
 

 

253. Create a prompt to brainstorm 10 upsell product ideas. 

● Based on: more training, more speed, more done-for-you, higher-level 
coaching, recurring models. 
 

● Each idea should include price point and benefit angle. 
 

 

254. Build a “profit stacking” funnel outline. 

● Show how to turn a $7 front-end into a $200+ funnel using upsells. 
 

● Provide math example (10% upsell take rate, 5% high-ticket). 
 

● Include copy snippet for positioning each step. 
 

 

255. Write an upsell timing guide. 

● Show 3 placement options: immediately after checkout, email upsell, inside 
member’s area. 
 

● Draft copy for each scenario. 
 

 

Order Bumps & Micro-Offers 

 

256. Create 10 order bump ideas for a front-end IM product. 

● Examples: DFY email templates, bonus video training, checklist vault. 
 

● Each priced under $17. 
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● Provide example CTA copy. 
 

 

257. Draft 5 order bump headlines. 

● “Add This to Your Order for Just $9 More!” 
 

● “Unlock Faster Results Instantly.” 
 

● Provide benefit-driven variations. 
 

 

258. Write microcopy for an order bump checkbox. 

● 10 versions that encourage ticking the box. 
 

● Keep playful, urgent, or value-driven tones. 
 

 

259. Build a bundle order bump. 

● Example: add “Triple Bonus Pack” for $12.95. 
 

● Write headline, bullet points, and CTA copy. 
 

 

260. Draft an “urgency order bump.” 

● Limited buyers (100 spots). 
 

● Copy emphasizing FOMO. 
 

● CTA lines. 
 

 

Cross-Sells & Bundles 

 

261. Create a “cross-sell offer” email template. 
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● Example: if they buy a list-building product, cross-sell traffic software. 
 

● Subject lines, body copy, CTA. 
 

 

262. Draft 5 bundle product outlines. 

● Group complementary products (training + templates + software). 
 

● Headline: “The Ultimate Toolkit Bundle.” 
 

● CTA copy for bundle. 
 

 

263. Write a 3-product bundle sales page. 

● Headline showing total value. 
 

● Section for each product. 
 

● Bonus stack CTA. 
 

 

264. Create 10 bundle names. 

● E.g., “The Traffic Domination Kit,” “Email Profit Accelerator Pack.” 
 

● Each name should sound like a complete solution. 
 

 

265. Draft a cross-sell thank-you page. 

● After purchase, offer related product. 
 

● Headline: “Want to Take the Next Step?” 
 

● 3 bullets showing relevance. 
 

● CTA button copy. 
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Upsell Page Copy & Scripts 

 

266. Write a complete upsell page script for a $47 upgrade. 

● Headline: bold benefit. 
 

● Video script outline. 
 

● 5 bullets showing why it’s essential. 
 

● CTA button copy with urgency. 
 

 

267. Draft 5 alternative upsell headlines. 

● Each with a different angle: scarcity, proof, authority, curiosity, fear of missing 
out. 
 

 

268. Create a “don’t miss out” downsell headline bank. 

● 10 options like: “Wait… Want to Save 50% Instead?” 
 

 

269. Write a one-time offer (OTO) script. 

● Hook: “Exclusive Upgrade for New Buyers.” 
 

● Middle: features + benefits. 
 

● Close: urgency CTA. 
 

 

270. Build a 5-point upsell checklist. 

● Does it complement the FE? 
 

● Is it easy to explain in 3 bullets? 
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● Does it increase speed/results? 
 

● Is pricing irresistible? 
 

● Does page have clear CTA? 
 

 

Email Upsell Campaigns 

 

271. Create a 3-day email upsell sequence. 

● Day 1: “Unlock More Value” angle. 
 

● Day 2: case study email showing benefits. 
 

● Day 3: deadline-driven CTA. 
 

 

272. Write 10 subject lines for upsell emails. 

● Examples: “Did You Miss This on Checkout?” “Your Order Isn’t Complete 
Yet…” 
 

 

273. Draft a bonus-focused upsell email. 

● Subject: “Unlock These Bonuses With Your Upgrade.” 
 

● Body: list bonuses with value tags. 
 

● CTA to upsell page. 
 

 

274. Build a proof-driven upsell email. 

● Share testimonials of upsell buyers. 
 

● CTA with urgency. 
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275. Write a reactivation upsell email. 

● Subject: “Still Interested?” 
 

● Offer downsell or split-pay option. 
 

● CTA link. 
 

 

Pricing & Positioning 

 

276. Create a price anchoring copy block for an upsell. 

● Show total value ($297). 
 

● Offer discounted price ($47). 
 

● CTA copy. 
 

 

277. Draft 3 payment plan options for a $197 upsell. 

● Single pay vs. 2×$110 vs. 3×$79. 
 

● Provide positioning copy for each. 
 

 

278. Write a “cost of inaction” block. 

● Headline: “What Happens If You Skip This Today?” 
 

● 5 bullets showing lost opportunities. 
 

● CTA. 
 

 

279. Create a price comparison chart for upsell vs. alternatives. 
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● Feature breakdown. 
 

● Visual “best value” highlight. 
 

 

280. Draft 5 urgency-driven price lines. 

● Examples: “Lock in Today’s Price,” “Discount Expires Tonight.” 
 

 

Bonuses & Incentives for Upsells 

 

281. Brainstorm 15 fast-action bonuses for upsells. 

● Templates, scripts, 1-on-1 call, private group. 
 

● Write value blurbs for each. 
 

 

282. Draft a bonus reveal section for upsell page. 

● Headline. 
 

● 3 bonus blurbs with perceived value. 
 

● CTA button copy. 
 

 

283. Create 5 scarcity bonus email blurbs. 

● Each with urgency line + CTA. 
 

 

284. Write a thank-you page add-on bonus offer. 

● After purchase, offer free bonus if they upgrade. 
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● CTA copy. 
 

 

285. Build a “bonus disappearing” countdown block. 

● Headline + timer. 
 

● Short blurb. 
 

● CTA button. 
 

 

Cross-Sell Funnels 

 

286. Draft a 3-step cross-sell funnel. 

● Step 1: Thank-you page cross-sell. 
 

● Step 2: follow-up email. 
 

● Step 3: bonus stack upsell later. 
 

● Provide copy for each step. 
 

 

287. Write a resource-style cross-sell email. 

● Format: “Here Are the Tools I Use.” 
 

● Insert cross-sell product links. 
 

● Add personal recommendation copy. 
 

 

288. Build a seasonal cross-sell bundle. 

● Example: “Black Friday Mega Bundle.” 
 

● Headline, 5 product list, discount CTA. 
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289. Draft a loyalty cross-sell sequence. 

● Email 1: thank-you + invite. 
 

● Email 2: case study. 
 

● Email 3: final CTA. 
 

 

290. Create a quiz-style cross-sell. 

● Email asks: “Which Traffic Strategy Fits You?” 
 

● CTA directs each answer to different cross-sell. 
 

 

Testing & Optimization 

 

291. Write an A/B test plan for upsell pages. 

● Test 1: headline. 
 

● Test 2: CTA button. 
 

● Test 3: order bump copy. 
 

 

292. Draft 5 upsell metrics to track. 

● Take rate %. 
 

● Average order value. 
 

● Conversion per traffic source. 
 

● Refund rate. 
 

● Lifetime value. 
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293. Create a funnel ROI calculator prompt. 

● Inputs: sales, upsell %, price. 
 

● Outputs: average revenue per buyer. 
 

● Example calculation. 
 

 

294. Build a split-testing email prompt. 

● Test subject lines, CTA, bonus positioning. 
 

● Provide 5 subject line examples. 
 

 

295. Draft a survey email for upsell non-buyers. 

● 3 short questions (“Why didn’t you upgrade?”). 
 

● CTA link to survey. 
 

 

Advanced Upsell & Cross-Sell Tactics 

 

296. Create a membership trial upsell. 

● Offer $1 trial post-purchase. 
 

● Write headline, bullets, and CTA. 
 

 

297. Draft a continuity cross-sell. 

● After one-time purchase, offer recurring product ($27/month). 
 

● Write sales email copy. 
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298. Write a webinar upsell funnel. 

● Post-purchase invite to $997 coaching webinar. 
 

● Provide outline for email + thank-you page. 
 

 

299. Create a loyalty reward upsell. 

● Offer special discount to repeat buyers. 
 

● Write email copy with thank-you tone. 
 

 

300. Build a “downsell to affiliate offer” plan. 

● If they skip your upsell, promote a related affiliate product. 
 

● Draft bridge page + email copy.  
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Recurring Income 
 

One-time sales are nice, but you know what’s even better? Waking up to monthly 

recurring payments hitting your account like clockwork. 

That’s the magic of continuity programs, memberships, and subscriptions. They 

smooth out your income, build stability into your business, and give you the freedom 

to plan long-term instead of living launch-to-launch. 

The prompts here cover everything from structuring a membership site to retention 

tactics, upsells into continuity, and ways to keep churn low. You’ll also find prompts 

for creating subscription toolkits, group coaching, and even recurring affiliate 

promos. 

Set up just one strong recurring offer and you’ll see why so many top marketers 

swear by this model — it’s the closest thing you’ll find to “predictable income” in the 

IM world. 

 

Recurring Offer Ideas & Strategy 

 

301. Brainstorm 15 recurring income product ideas tailored for IM audiences. 

● Examples: swipe vault, traffic club, coaching group, DFY templates, private 
podcast. 
 

● For each idea: describe what members get monthly. 
 

● Suggest price range ($7–$97/month). 
 

 

302. Draft a prompt to analyze existing continuity programs. 

● Pick 3 popular memberships in IM space. 
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● Identify their retention hooks. 
 

● Suggest 5 improvements for creating a stronger offer. 
 

 

303. Create a recurring income positioning statement. 

● Define who it’s for. 
 

● State the main transformation/outcome. 
 

● Show why continuity beats one-off products. 
 

● Provide 3 tagline variations. 
 

 

304. Write a “recurring income model selector.” 

● Framework with 4 types: subscription box, digital membership, coaching, 
software-as-a-service. 
 

● For each, outline pros/cons and best audience fit. 
 

 

305. Build a prompt to plan a 3-tier continuity program. 

● Tier 1: $9/month entry-level. 
 

● Tier 2: $27/month with extras. 
 

● Tier 3: $97/month premium access. 
 

● Provide bullet breakdown for each. 
 

 

Membership Sites 

 

306. Outline a $27/month membership site for beginner affiliates. 
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● Deliverables: monthly training, swipe files, Q&A call. 
 

● Engagement: private FB/Telegram group. 
 

● Retention: milestone badges + streak rewards. 
 

 

307. Create a 12-month membership content plan. 

● Month-by-month breakdown (Month 1 = traffic hacks, Month 2 = list building, 
etc.). 
 

● Suggest bonus “theme months” (holiday promos, launch season). 
 

 

308. Draft a membership onboarding sequence. 

● Email 1: welcome + login details. 
 

● Email 2: tour of member’s area. 
 

● Email 3: community invite. 
 

● Email 4: upsell to annual plan. 
 

 

309. Build a “membership perks” checklist. 

● Examples: exclusive templates, live Q&As, discounts, early access to 
products. 
 

● Write copy blurbs for each perk. 
 

 

310. Write a sales page outline for a membership. 

● Sections: headline, who it’s for, what’s inside, monthly deliverables, 
testimonials, pricing, guarantee. 
 

● Provide example copy for each section. 
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Subscription Offers & Toolkits 

 

311. Create a recurring “swipe file subscription.” 

● Deliver 20 new swipes per month. 
 

● Bonus: quarterly mega-pack. 
 

● Write copy for sales page headline + bullets. 
 

 

312. Draft a $9/month checklist vault product. 

● Customers get new actionable checklists each month. 
 

● Provide 5 checklist topic ideas (email, SEO, funnels, bonuses, ads). 
 

● CTA copy suggestion. 
 

 

313. Build a “tool of the month” subscription. 

● Deliver one new DFY tool each month (spreadsheet, Canva template, funnel). 
 

● Suggest copy for “never run out of resources.” 
 

 

314. Write an evergreen content subscription plan. 

● 3 monthly deliverables: one training, one swipe, one Q&A. 
 

● Outline how AI can help create content consistently. 
 

 

315. Create a “bonus vault” subscription upsell. 

● $17/month for access to ongoing bonuses. 
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● Provide 3 bullet points for upsell page copy. 
 

 

Coaching & Mastermind Continuity 

 

316. Outline a $97/month group coaching membership. 

● Weekly calls. 
 

● Community forum. 
 

● Swipe files and accountability tasks. 
 

 

317. Draft a “mastermind lite” plan. 

● Monthly hot-seat calls. 
 

● Peer networking. 
 

● Ongoing templates and replays. 
 

● $197/month price point. 
 

 

318. Build a continuity coaching funnel. 

● Step 1: webinar → Step 2: application → Step 3: recurring enrollment. 
 

● Provide suggested copy for each stage. 
 

 

319. Create a 90-day accountability coaching program. 

● Weekly check-ins. 
 

● Personalized feedback. 
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● $297/month subscription. 
 

● Copy for positioning: “Stay on track and profitable.” 
 

 

320. Write a mastermind upsell script. 

● Headline: “Ready for the Next Level?” 
 

● 3 bullet benefits. 
 

● CTA to apply. 
 

 

Retention & Churn Reduction 

 

321. Draft a retention checklist for memberships. 

● Regular content updates. 
 

● Gamification. 
 

● Monthly surprises. 
 

● Active community engagement. 
 

 

322. Create 10 retention email ideas. 

● Examples: sneak peek of next month, bonus drops, spotlighting member 
success. 
 

● Write subject lines for each. 
 

 

323. Write a “save the cancel” email. 

● Subject: “Before You Go…” 
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● Copy: offer a discount or bonus to stay. 
 

● CTA: click to remain active. 
 

 

324. Draft 3 win-back offers for canceled members. 

● Reduced rate. 
 

● Special bonus. 
 

● Limited-time reactivation. 
 

 

325. Build a churn analysis framework. 

● Ask members 3 questions: Why cancel? What was missing? What would 
make you stay? 
 

● Create a prompt to collect and analyze answers. 
 

 

Sales Pages & Funnels for Recurring 

 

326. Write a continuity program sales page outline. 

● Hook headline. 
 

● Pain points (why one-off products aren’t enough). 
 

● Solution reveal. 
 

● What’s inside. 
 

● Pricing CTA. 
 

 

327. Draft 5 continuity offer headlines. 
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● E.g., “Never Run Out of Traffic Tactics Again,” “Your Monthly Profit System.” 
 

 

328. Create a tripwire-to-continuity funnel. 

● $7 tripwire → $27/month membership. 
 

● Email upsell sequence (3 emails). 
 

● Example subject lines. 
 

 

329. Write a low-ticket “trial funnel” plan. 

● Offer $1 for 7-day trial. 
 

● Email sequence: Day 3 upsell, Day 6 scarcity, Day 7 auto-upgrade. 
 

 

330. Draft an annual plan upsell. 

● Headline: “Save 30% With Annual Access.” 
 

● Copy emphasizing long-term value. 
 

● CTA button text. 
 

 

Bonuses & Incentives for Recurring 

 

331. Brainstorm 15 bonuses to include in a recurring program. 

● Examples: monthly case study, resource vault, done-for-you templates, 
exclusive tools. 
 

● Provide bullet benefits for each. 
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332. Write a bonus drop email. 

● Subject: “Your New Bonus Is Waiting!” 
 

● Body: announce bonus + highlight benefits. 
 

● CTA: log in. 
 

 

333. Draft 5 scarcity-driven bonus blurbs. 

● Examples: “Only for first 50 members,” “Bonus expires Friday.” 
 

● Copy samples. 
 

 

334. Create a fast-action bonus stack for new subscribers. 

● 3 bonuses available only if they join this week. 
 

● CTA copy. 
 

 

335. Write a seasonal bonus email. 

● Example: “Holiday Gift for Members.” 
 

● CTA to check member’s area. 
 

 

Evergreen Content & Automation 

 

336. Build an evergreen membership funnel. 

● Lead magnet → autoresponder → continuity pitch. 
 

● Draft copy ideas for each stage. 
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337. Write a 6-email evergreen upsell sequence for recurring offers. 

● Day 1: intro. 
 

● Day 2: case study. 
 

● Day 3: bonus reveal. 
 

● Day 4: FAQ. 
 

● Day 5: urgency. 
 

● Day 6: final close. 
 

 

338. Create a recurring income autopilot system. 

● Funnel → evergreen content → retention automation. 
 

● Build step-by-step checklist. 
 

 

339. Draft a “relaunching evergreen product as continuity” plan. 

● Take existing course. 
 

● Drip content monthly. 
 

● Upsell with bonus coaching. 
 

 

340. Write a continuity “lite version” product plan. 

● Strip advanced modules. 
 

● Sell as $9/month intro version. 
 

● CTA copy. 
 

 

Affiliate Recurring Programs 
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341. Research 10 ClickBank recurring affiliate offers. 

● Summarize payout %, niche, and demand. 
 

● Suggest top 3 for new affiliates. 
 

 

342. Draft an affiliate review for a recurring program. 

● Structure: overview, pros/cons, verdict, CTA. 
 

● Add suggested bonus stack ideas. 
 

 

343. Create a recurring affiliate funnel. 

● Lead magnet → autoresponder → recurring product promo. 
 

● Provide email outline. 
 

 

344. Write a bonus incentive for recurring affiliate promos. 

● Example: “Join via my link and get my $497 bonus vault.” 
 

● 3 bullet copy. 
 

 

345. Build a 5-email recurring affiliate promo sequence. 

● Day 1: curiosity hook. 
 

● Day 2: proof/testimonials. 
 

● Day 3: bonus reveal. 
 

● Day 4: urgency. 
 

● Day 5: final CTA. 
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Tracking, Metrics & Optimization 

 

346. Create a recurring revenue calculator. 

● Inputs: members × monthly fee × retention months. 
 

● Outputs: projected monthly/yearly income. 
 

● Provide sample math. 
 

 

347. Draft 5 retention KPIs to track. 

● Churn rate, lifetime value, monthly recurring revenue, engagement rate, upsell 
take rate. 
 

 

348. Build a churn dashboard layout. 

● Columns: join date, cancel date, reason for leaving. 
 

● Example tracking prompts. 
 

 

349. Write a split-test plan for membership offers. 

● Test 1: monthly vs. annual pricing. 
 

● Test 2: bonus stack variations. 
 

● Test 3: onboarding sequence. 
 

 

350. Draft a “post-cancel survey” system. 

● 3 questions about leaving. 
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● Script for automation. 
 

● Suggest how to use responses to improve.  
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Advanced Sales Acceleration 
 

By now, you’ve got a rock-solid foundation in place: you know how to craft sales 

pages, write emails that sell, create your own products, promote affiliate offers, and 

even design upsells and recurring programs. 

But here’s the thing… if you really want to break away from the pack and hit the kind 

of income that turns heads on leaderboards (and keeps your PayPal dinging long 

after launch week ends), you’ve got to start thinking like an advanced marketer. 

That’s what this bonus section is all about. 

The prompts here go deeper than the basics. We’re talking conversion psychology, 

funnel stacking, multi-channel selling, advanced JV tactics, high-ticket scaling, and 

long-term business growth strategies. These are the same kinds of moves top 

vendors and “hidden” 6- and 7-figure marketers quietly use to dominate the IM 

space. 

Even if you only apply a handful of these prompts, you’ll notice the difference… 

bigger cart values, more recurring revenue, and a lot less stress about where your 

next sale is coming from. 

Think of this section as your “secret playbook” for sales acceleration. You don’t have 

to use everything at once. Just pick the strategies that feel right for where you are 

now… and keep the rest in your back pocket for when you’re ready to scale to the 

next level. 

 

Advanced Funnel Stacking & Scaling 

 

351. Design a funnel-stacking strategy that combines WarriorPlus launches 
with ClickBank evergreen offers. 

● Step 1: use low-ticket WarriorPlus products as front-end list builders. 
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● Step 2: autoresponder pushes ClickBank recurring products. 
 

● Step 3: integrate mid-ticket JVZoo tools via cross-promos. 
 

● Include email templates for the transitions. 
 

 

352. Build a multi-tier profit funnel map. 

● Tier 1: free lead magnet → low-ticket product. 
 

● Tier 2: 3–4 upsells (training, DFY tools, coaching). 
 

● Tier 3: high-ticket webinar → coaching or mastermind. 
 

● Add continuity ($27/month membership) as backend. 
 

● Provide sample copy lines for each stage. 
 

 

353. Create an evergreen + launch hybrid funnel. 

● Example: live launches every 90 days, with evergreen funnels running in 
between. 
 

● Show how to recycle promo assets. 
 

● Provide email subject lines for relaunch announcements. 
 

 

354. Write a funnel handoff strategy for affiliates. 

● Step 1: buyers opt-in via your bridge page. 
 

● Step 2: immediate affiliate offer promo. 
 

● Step 3: secondary funnel email pushes your own continuity offer. 
 

● Provide copy transitions. 
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355. Draft a retargeting integration plan. 

● Funnel includes FB/YouTube retargeting ads for visitors who didn’t buy. 
 

● Scripts for 3 retargeting ads (curiosity, proof, scarcity). 
 

● Add email + ad synergy example. 
 

 

Conversion Psychology & Copy Hacks 

 

356. Create a “stacked scarcity” system. 

● Layer 3 urgency triggers: limited bonuses, countdown timer, price hike. 
 

● Provide example copy for each. 
 

● Suggest placement order on page + in emails. 
 

 

357. Write a “loss aversion” sales page block. 

● Headline: “Here’s What You’ll Miss If You Don’t Act.” 
 

● Bullets: lost traffic, lost income, lost time. 
 

● CTA with urgency. 
 

 

358. Build a future-pacing close script. 

● Paint vivid picture: what life looks like 90 days from now after using product. 
 

● 3 bullet benefits framed in “imagine if…” style. 
 

● CTA transition. 
 

 

359. Draft a “risk flip” email. 
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● Reframe investment as tiny compared to ROI. 
 

● Add math example: “If one email makes you 3 sales at $27, you’ve already 
covered this.” 
 

● CTA at end. 
 

 

360. Create 10 advanced power word frameworks. 

● Words like “hidden,” “forbidden,” “unlocked.” 
 

● Example sentences for IM-specific offers. 
 

● Explanation of why each triggers buyer psychology. 
 

 

High-Leverage JV & Affiliate Tactics 

 

361. Build a JV stacking campaign. 

● Approach 5 mid-level affiliates instead of 1 “super affiliate.” 
 

● Provide outreach email template. 
 

● Suggest leaderboard prize pool to motivate them. 
 

 

362. Draft a JV “bonus swap” system. 

● Offer to let partners add bonuses to your sales page in exchange for email 
promos. 
 

● Create example bonus blurbs. 
 

● Outline win-win positioning copy. 
 

 

363. Write a cross-promo calendar for 3 partners. 
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● Each partner promotes one launch/month. 
 

● Provide sample subject lines for reciprocity promos. 
 

● Add copy for “Your trusted marketer recommends…” 
 

 

364. Create a “recurring JV relationship” plan. 

● Monthly touchpoints: case study shares, bonuses, early bird access. 
 

● Quarterly: joint training or webinar. 
 

● Annual: joint bundle launch. 
 

 

365. Draft a JV leaderboard domination strategy. 

● Step 1: build pre-launch bonus stack. 
 

● Step 2: mail hard during leaderboard push. 
 

● Step 3: use scarcity + webinar invite for final surge. 
 

● Include 5 subject lines for leaderboard pushes. 
 

 

Multi-Channel Sales Systems 

 

366. Create an omnipresence funnel. 

● FB Ads + YouTube retargeting + TikTok organic + email. 
 

● Show messaging consistency across channels. 
 

● Provide ad script + email copy examples. 
 

 

367. Build a “one piece of content → multi-platform” system. 
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● Record 1 webinar. 
 

● Repurpose: YouTube highlights, TikTok shorts, blog post, email series. 
 

● Include CTA for each platform. 
 

 

368. Write a cross-channel promo plan for a product launch. 

● Email campaign. 
 

● Social media countdown posts. 
 

● Retargeting ads. 
 

● JV mentions. 
 

● Provide content outline for each. 
 

 

369. Draft a chatbot sales funnel for FB Messenger. 

● Script conversation flow: greeting → freebie → upsell. 
 

● Include CTA transitions into main funnel. 
 

 

370. Create a SMS + email hybrid promo. 

● SMS reminder copy. 
 

● Email supporting content. 
 

● Example 3-day push sequence. 
 

 

Recurring Income Advanced Tactics 

 

371. Build a retention reward system. 



 

MARKETING POWERHOUSE: SALES & MONETISATION SYSTEMS  102 

 

● Offer milestone rewards: 3 months, 6 months, 12 months. 
 

● Suggest 5 types of milestone bonuses (exclusive template, coaching call, free 
event ticket). 
 

 

372. Create a “community gamification” system. 

● Points for posting, commenting, referrals. 
 

● Monthly leaderboard rewards. 
 

● Example email copy for announcing winners. 
 

 

373. Draft a hybrid membership offer. 

● Mix continuity with bonus launches. 
 

● Members get all future products free while subscribed. 
 

● Write sales page CTA copy. 
 

 

374. Write a “recurring profit snowball” plan. 

● Start with 50 members at $27/month. 
 

● Upsell 20% into $97/month. 
 

● Calculate lifetime value. 
 

● Provide funnel transitions. 
 

 

375. Build a micro-continuity add-on. 

● Add $5/month bonus pack to a low-ticket product. 
 

● Example copy for order bump. 
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High-Ticket Scaling 

 

376. Draft a multi-offer high-ticket funnel. 

● Offer 1: $997 group program. 
 

● Offer 2: $4,997 mastermind. 
 

● Offer 3: $10,000 done-for-you service. 
 

● Funnel copy for qualifying leads into tiers. 
 

 

377. Create a webinar stacking model. 

● Monthly free webinars build authority. 
 

● Every 3rd webinar pushes high-ticket offer. 
 

● Email reminders + retargeting ads. 
 

 

378. Build a “done-with-you” upgrade path. 

● Buyers start in course → upsell into coaching → upsell into high-ticket 
consulting. 
 

● Provide CTA lines for each stage. 
 

 

379. Write a “case study interview” high-ticket sales page. 

● Headline: “How [Student Name] Went From X to Y.” 
 

● Interview questions + transcript layout. 
 

● CTA to apply. 
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380. Draft a hybrid affiliate/high-ticket funnel. 

● Front-end affiliate offers build list. 
 

● High-ticket offer pitched via webinar. 
 

● Provide 5 email subject lines for transition. 
 

 

Advanced Email Systems 

 

381. Create a 30-day email indoctrination funnel. 

● Week 1: story + value. 
 

● Week 2: teaching + light promos. 
 

● Week 3: affiliate promos + bonuses. 
 

● Week 4: high-ticket invite. 
 

● Provide 10 subject lines. 
 

 

382. Draft a “choose your path” segmentation email. 

● Links for “I want traffic,” “I want list building,” “I want to launch.” 
 

● Tag each click. 
 

● Provide follow-up sequence for each segment. 
 

 

383. Build an automated reactivation machine. 

● Dormant leads get free report → re-tag → promo funnel. 
 

● Provide copy for “I Miss You” email. 
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384. Write a “story loop” 5-day series. 

● Day 1: set up cliffhanger. 
 

● Day 2: deepen problem. 
 

● Day 3: reveal solution tease. 
 

● Day 4: introduce product. 
 

● Day 5: urgency close. 
 

 

385. Create a cross-sell integration sequence. 

● Day 1: congruent product. 
 

● Day 3: resource PDF with links. 
 

● Day 5: testimonial-driven promo. 
 

 

Authority & Positioning 

 

386. Write a PR-style launch announcement. 

● Format: press release. 
 

● Headline, subhead, quote, CTA. 
 

 

387. Draft a podcast guest pitch email. 

● Script intro + authority points. 
 

● Suggest episode titles. 
 

● CTA to schedule. 
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388. Build a “results wall” authority page. 

● Collect screenshots, testimonials, case studies. 
 

● Headline: “Real Results From Real Marketers.” 
 

● CTA to join program. 
 

 

389. Write a 90-day authority-building plan. 

● Week 1–4: publish authority content. 
 

● Week 5–8: guest contributions. 
 

● Week 9–12: launch event. 
 

● Provide daily action checklist. 
 

 

390. Create a joint venture training series. 

● Offer 3-part free training with a partner. 
 

● Leverage partner’s authority. 
 

● Provide script outline. 
 

 

Advanced Analytics & Optimization 

 

391. Draft a funnel KPI dashboard. 

● Metrics: opt-in %, sales %, upsell %, AOV, refund %. 
 

● Provide formula for each. 
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392. Create a traffic source attribution model. 

● Separate EPC by source: solo ads, FB, YT, SEO. 
 

● Provide example spreadsheet layout. 
 

 

393. Write a split-test plan for emails. 

● Test subject line, story vs. proof angle, CTA placement. 
 

● Provide 10 subject line examples. 
 

 

394. Build a heatmap optimization plan. 

● Use tools like Hotjar to track clicks. 
 

● Write prompt to analyze weak page areas. 
 

 

395. Draft a “profit per lead” tracking system. 

● Formula: total sales ÷ total leads. 
 

● Provide calculation for front-end + upsells. 
 

 

Advanced Bonus Strategies 

 

396. Create a “bonus funnel stacking” system. 

● Offer bonuses at every stage of funnel: FE, upsell, cross-sell. 
 

● Provide 5 bonus types for each. 
 

 

397. Draft a “bonus for action takers” plan. 
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● Give special bonus to those who act within 24 hours. 
 

● Provide subject line + copy. 
 

 

398. Write a referral bonus system. 

● Customers get bonus if they refer a friend. 
 

● Provide email template. 
 

 

399. Build a gamified bonus unlock. 

● Unlock bonuses after completing steps (watch video, join group, buy upsell). 
 

● Provide CTA copy. 
 

 

400. Create a “seasonal bonus stack” plan. 

● Black Friday, New Year, etc. 
 

● Provide 3 seasonal bonus examples. 
 

 

Advanced Launch Models 

 

401. Draft a 7-day launch calendar. 

● Day 1: teaser. 
 

● Day 2–3: proof + bonuses. 
 

● Day 4: case study. 
 

● Day 5: urgency. 
 

● Day 6: webinar. 
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● Day 7: cart close. 
 

 

402. Build a “rolling launch” model. 

● Weekly bonuses rotate. 
 

● Email + social proof plan. 
 

 

403. Create a micro-launch funnel. 

● Low-ticket FE + 1 upsell. 
 

● Use for list monetization. 
 

● Provide copy for teaser email. 
 

 

404. Write a joint launch bundle plan. 

● Combine 3 marketer’s products. 
 

● Create shared bonus pool. 
 

● Provide launch outline. 
 

 

405. Draft a relaunch framework. 

● Update copy, refresh bonuses, re-promo to list. 
 

● Provide 5 relaunch subject lines. 
 

 

Hybrid Monetization Models 

 

406. Build a paid newsletter funnel. 
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● $7–$27/month. 
 

● Deliver swipe files, tips, templates. 
 

● Provide sample sales page outline. 
 

 

407. Create a backend licensing offer. 

● Sell PLR or reseller rights as upsell. 
 

● Write copy for reseller sales page. 
 

 

408. Draft a hybrid affiliate + own product model. 

● Promote affiliate products via your membership. 
 

● Provide structure for revenue share. 
 

 

409. Write a sponsorship monetization prompt. 

● Secure sponsors for membership or podcast. 
 

● Provide outreach email script. 
 

 

410. Create a “done-for-you” service upsell. 

● Sell implementation alongside product. 
 

● Provide CTA copy. 
 

 

Advanced Traffic + Sales Synergy 

 

411. Write a solo ad monetization sequence. 
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● Day 1: indoctrination. 
 

● Day 2: product pitch. 
 

● Day 3: upsell push. 
 

● Provide subject lines. 
 

 

412. Build a TikTok → email → sales funnel. 

● TikTok video script. 
 

● Lead magnet landing page copy. 
 

● Email promo outline. 
 

 

413. Draft a YouTube authority funnel. 

● Weekly content. 
 

● CTAs to lead magnet. 
 

● Email funnel to promote product. 
 

 

414. Create an SEO + affiliate sales integration. 

● Blog post template. 
 

● Internal linking plan. 
 

● CTA to sales page. 
 

 

415. Write a podcast → product funnel. 

● Podcast outline. 
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● CTA to lead magnet. 
 

● Email promo sequence. 
 

 

Long-Term Business Scaling 

 

416. Create a continuity + launch combo model. 

● Run launches every 90 days. 
 

● Add recurring backend to stabilize revenue. 
 

● Provide funnel copy for upsell. 
 

 

417. Build an affiliate army over 12 months. 

● Monthly JV outreach goal. 
 

● Quarterly contests. 
 

● Annual bundle launch. 
 

● Provide outreach template. 
 

 

418. Draft a multi-year product suite roadmap. 

● Year 1: beginner-friendly low-ticket. 
 

● Year 2: mid-ticket courses. 
 

● Year 3: high-ticket mastermind. 
 

● Add continuity in each stage. 
 

 

419. Write a legacy system framework. 
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● Evergreen funnels, recurring products, team support. 
 

● Show how to automate content + fulfillment. 
 

 

420. Create a full “exit plan” for IM business. 

● Package products, funnels, and list for sale. 
 

● Provide checklist of what buyers look for. 
 

● Add copy for pitch deck summary.  
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Wrapping it All Up 
 

You’ve just walked through a complete toolkit for turning your traffic into profit — 

from crafting sales pages that hook attention, to writing emails that sell, to creating 

and promoting your own offers. We’ve covered upsells, cross-sells, recurring 

income, affiliate promos, and even high-ticket sales. And to top it off, you now have a 

bonus arsenal of advanced strategies that most marketers never even touch. 

Think about it for a second: with these prompts, you’re no longer guessing what to 

write, how to position your offers, or where to focus your energy. You’ve got clear, 

actionable directions you can plug straight into your funnels, pages, and campaigns. 

That means less overwhelm, more clarity, and — most importantly — more sales. 

The best part? You don’t have to do it all at once. Pick the section that’s most 

relevant to where you are right now. Maybe that’s polishing up your sales page copy. 

Maybe it’s building your first upsell. Or maybe you’re ready to dive into recurring 

income and high-ticket programs. Wherever you start, these prompts will give you 

the momentum to keep moving forward. 

And don’t forget the bonus section — those advanced strategies are your fast track 

to stepping up from “just another marketer” to someone who dominates launches, 

builds loyal buyers, and scales income predictably. 

At the end of the day, sales and monetization aren’t just about flashy tactics. They’re 

about building a system that works for you month after month. With the prompts in 

this report, you now have everything you need to stop hoping for sales… and start 

engineering them. 

Now it’s over to you. Take these prompts, put them into action, and build the kind of 

online business that not only pays the bills but gives you the freedom, flexibility, and 

lifestyle you’re chasing. 

 


