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The Wrong Question 

One of the most common mistakes we see is business owners starting with the wrong question. 

They ask: “What should I sell?” 

A much better question is:  “What problem is my ideal client already trying to solve, and how
can I help them solve it faster, easier, or more effectively?”

The best offers are not built around your skills, certifications, or deliverables. 
They are built around a result people already want. 

Your website, program, service, course, strategy, or automation is simply the vehicle that gets them
there. So before worrying about pricing, logos, bonuses, or sales pages, let’s get crystal clear on the
transformation you provide and how to communicate it effectively. 

Clarity beats complexity every time. 
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STEP ONE 

Define The Outcome 

What actually changes for your client 

If somebody signs up, what is actually different in their life or business afterwards? 
Be specific. 

"Grow your business" is not an outcome. 
"Sign 3 to 5 clients a month without living in your DMs" is.

"Feel more balanced" is not an outcome. 
"Get your nervous system out of survival mode so you can actually rest" is.

"Reach your potential" is not an outcome. 
"Lead your team without second-guessing every decision you make" is.

What does success look like for my client? 
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What does their life or business look like after working with me? 



 

STEP TWO 

Understand The Problem 

Diagnose the cause, not the symptom 

Most clients describe symptoms. Your job is to identify the cause. 

‣ A client says they need more leads. The real issue is often an offer no one understands clearly enough.
‣ A client says they need a new morning routine. The real issue is often an irregulated nervous system.
‣ A client says they need to be more assertive. The real issue is often that they don't trust their own judgment.
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What problem do my clients think they have? 

What problem do I believe they actually have? 

The better you understand the root problem, the easier it
becomes to create an offer people are willing to invest in. 



MY PROCESS

 

STEP THREE 

Create The Simplest Path 

More deliverables do not create more value 

One of the biggest misconceptions in business is that more deliverables create more value. 
They do not. Most clients do not want more complexity. They want a clear path. 

The strongest offers make the journey feel simple and achievable. 
Focus on the key milestones that move clientsfrom where they are now to where they want to be. 
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Step two 

Step one 

Step three 

Step four (optional) 

DEAURA MEDIA • Offer Framework • Exclusive Client Resource
deauramedia.com 

Point A Point B
Where they currently are Where they want to be

How you bridge this gap?



 

STEP FOUR 

Remove The Doubt 

Build belief, not just features 

People don’t buy because they understand your offer. They buy because they believe they can succeed. 

Think about the questions, concerns, and objections your clients carry. 

What would help them feel more confident? 

The goal is not to add more stuff. 
The goal is to remove uncertainty. 
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Support, accountability, feedback, implementation, templates,
resources, examples, guarantees, or access to expertise. 

What would help my clients feel confident saying yes? 



 

STEP FIVE 

Package The Offer 

Bring everything together 
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What result does it help them achieve? 

Who is it for? 

How do you help them achieve it? 

Why is your approach different? 
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What is included? 

What support is included? 



EXAMPLE 
“I help coaches and service providers create a client acquisition system through strategy, automation,
and better customer journeys so they can generate more opportunities without spending their entire life
chasing leads.” 

 

FINAL EXERCISE 

Your Offer In One Sentence 
Complete this single line 

I help ____________________

Your offer 

 achieve 
so they can 

 through 
____________________

____________________

____________________ .” 
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A Final Thought 

Most offers do not struggle because they are missing another bonus, another module, or another
feature. They struggle because the outcome is not clear. 

If someone can immediately understand who it is for, what problem it solves, and why your approach 
makes sense, selling becomes dramatically easier. 

If they get it in one read, you have already won 


	Offer  Framework
	HOW TO CREATE A JUICY OFFER
	Less hustle, more systems.
	WWW.DEAURAMEDIA.COM



	The Wrong Question
	One of the most common mistakes we see is business owners starting with the wrong question.
	They ask: “What should I sell?”
	A much better question is:  “What problem is my ideal client already trying to solve, and how can I help them solve it faster, easier, or more effectively?”
	The best offers are not built around your skills, certifications, or deliverables.  They are built around a result people already want.
	Your website, program, service, course, strategy, or automation is simply the vehicle that gets them there. So before worrying about pricing, logos, bonuses, or sales pages, let’s get crystal clear on the transformation you provide and how to communicate it effectively.
	Clarity beats complexity every time.
	STEP ONE  Deﬁne The Outcome  What actually changes for your client
	If somebody signs up, what is actually different in their life or business afterwards?  Be specific.
	"Grow your business" is not an outcome.  "Sign 3 to 5 clients a month without living in your DMs" is.
	"Feel more balanced" is not an outcome.  "Get your nervous system out of survival mode so you can actually rest" is.
	"Reach your potential" is not an outcome.  "Lead your team without second-guessing every decision you make" is.

	What does success look like for my client?
	What does their life or business look like after working with me?
	STEP TWO  Understand The Problem  Diagnose the cause, not the symptom  Most clients describe symptoms. Your job is to identify the cause.
	‣ A client says they need more leads. The real issue is often an offer no one understands clearly enough. ‣ A client says they need a new morning routine. The real issue is often an irregulated nervous system.
	‣ A client says they need to be more assertive. The real issue is often that they don't trust their own judgment.

	The better you understand the root problem, the easier it becomes to create an offer people are willing to invest in.
	What problem do my clients think they have?
	What problem do I believe they actually have?
	STEP THREE  Create The Simplest Path  More deliverables do not create more value
	One of the biggest misconceptions in business is that more deliverables create more value.  They do not. Most clients do not want more complexity. They want a clear path.
	The strongest offers make the journey feel simple and achievable.  Focus on the key milestones that move clientsfrom where they are now to where they want to be.

	Point A
	Where they currently are

	Point B
	Where they want to be

	How you bridge this gap?
	MY PROCESS

	Step one
	Step two
	Step three
	Step four (optional)
	STEP FOUR  Remove The Doubt  Build belief, not just features
	People don’t buy because they understand your offer. They buy because they believe they can succeed.
	Think about the questions, concerns, and objections your clients carry.
	What would help them feel more confident?
	The goal is not to add more stuff.  The goal is to remove uncertainty.

	Support, accountability, feedback, implementation, templates, resources, examples, guarantees, or access to expertise.
	What would help my clients feel confident saying yes?
	STEP FIVE  Package The Oﬀer  Bring everything together

	Who is it for?
	What result does it help them achieve?
	How do you help them achieve it?
	Why is your approach different?
	What is included?
	What support is included?
	FINAL EXERCISE  Your Oﬀer In One Sentence  Complete this single line
	I help ____________________
	achieve
	through
	so they can
	EXAMPLE  “I help coaches and service providers create a client acquisition system through strategy, automation, and better customer journeys so they can generate more opportunities without spending their entire life chasing leads.”

	Your offer

	A Final Thought
	Most offers do not struggle because they are missing another bonus, another module, or another feature. They struggle because the outcome is not clear.  If someone can immediately understand who it is for, what problem it solves, and why your approach  makes sense, selling becomes dramatically easier.
	If they get it in one read, you have already won


