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1 Value Stack Close
Brunson-style close: stack → anchor → bonus → guarantee → drop

Anchor high → bonus late → guarantee → drop → deadline. Silence after the price.

Value Stack
itemise every piece

Price Anchor
total value

Bonus
"but wait…"

Guarantee
risk 0%

Core offer
R ______

+ Component 2
R ______

+ Component 3
R ______

+ Bonus
R ______

= Total value
R ______

"Would it be worth it if all this did was…?"

Guarantee
money back · we keep working

risk 0%, upside untouchable

Not R45k… not R25k… not R15k
today: R ______ · first 20 people

see next page1

Price Drop
today only



2 11-Step Campaign Build Order
Market → Message → Mechanism → Media → Conversion

Winning ads = Call-out + Pain match. Not clever copy.

3 Paid Ads Readiness Checklist
Ads amplify a working machine. They don't fix a broken one.

Organic sales exist
sold 5–10 times to strangers via content, DMs, referrals

You know your numbers
price · conversation-to-sale rate · customer lifetime value

A proven message
one post or DM script that keeps generating enquiries

A funnel that catches
keyword bot / WhatsApp flow / page + same-day follow-up

Fuel you can afford to lose
R3k–R9k first month (R100–R300 a day), no panic

Delivery capacity
could you serve 20 new clients next month?

1 Niches 2 Pains
3 per niche

3 Angles 4 Slogans
10–20

5 Call-outs
per niche

6 Hooks

7 Subheadings 8 CTA lines 9 Ad creatives 10 Landing page 11 VSL script

Market
steps 1–3

Message
steps 4–8

Media
step 9

Conversion
steps 10–11

Call-out
who it's for

Hook
the promise

Subheading
why care

CTA
one action

Score under 5
of 6?

Back to warm outreach +
content

faster AND cheaper from where
you stand

6 of 6?
R500 test → 2–3 creatives → scale

the winner

see next page2



4 VSL Framework
Seven beats, in order. Hormozi-style video sales letter.

Sell the problem → the outcome → then the product. One page, one offer, one action.

5 Jab, Jab, Jab, Right Hook
Gary Vaynerchuk · the 3 : 1 rhythm · "Serve before you sell"

Jab (value) Right hook (ask)

Goal Teach, entertain, inspire, prove Get a click, opt-in, DM or purchase

Examples How-to reel · a lesson · contrarian take · behind-the-
scenes · client win

"Join the challenge" · "Grab the free kit" · "Book a
call" · "Buy now"

CTA Soft or none — comment, save, share One clear action, one link

Don't get married on the first date. Three value posts for every ask.

6 Marketing Fitness Ladder
Train one muscle at a time: hooks, reels, DMs, consistency

Pick ONE skill per week.
Minimum cadence: 4–6 reels + 3–
7 stories a week.
Nobody starts at Athlete.

What
what this is

Who
who it's for

Why
why this vehicle

Why Now
why the window is open today

How
what they will learn / get

What if they don't
opportunity cost

Invitation
join · register · book

JAB
give value

JAB
give value

JAB
give value

1 Beginner
Weeks 1–4

2 Consistent
Weeks 4–12

3 Strong
Months 3–6

4 Athlete
Months 6–12

see next page3

RIGHT HOOK
make the ask



7 Affiliate Marketing Framework
"How I get paid" · you do the 1% (registrations), they do sales, onboarding and support

Give enough value and you never have to sell. You recommend.

8 The Core Four
Alex Hormozi · the only four ways people find out you exist

1 : 1 1 : many

People who
know you

People who
don't know you

One primary channel per quarter. More volume on one beats dabbling in four.

9 AI Agent Funnel
Selling AI agents to businesses

Businesses don't want AI. They want:

Post
content on social

Free value
PDF · guide · checklist

CRM / list / WhatsApp
capture the contact

Community
the honey pot

Multiple engagements
aim for 7 touches

Trial / freebie
bite of the steak

Affiliate link
they close · you earn recurring

Warm outreach
phone contacts, past clients, Facebook friends ·

channel ONE under R100k pm

Content · list · community
followers, database, WhatsApp groups, old leads · ★

low-hanging fruit

Cold outreach
DMs to strangers · add from month 2

Paid ads
fastest, most scalable · only after organic proof

Day 1
warm outreach + daily content

Day 30
cold DMs

After organic sales
paid ads

Ad
lost-leads angle

Audit
find the gap

Demo
show the agent working

Qualify
budget + urgency

Offer
setup + retainer

Save time Follow up Support Revenue

see next page4



10 Community Profit Framework
Turn attention into leads, customers and recurring revenue

Build it — the 5 pillars

Fill it — the growth engine

WhatsApp = attention. Skool = retention.

Run it — the weekly rhythm

Why people stay:

Monetise it — the ladder + the weekly sales system

Build community → build trust → then monetise. Sell weekly, not daily.

Welcome
start here

Quick Win
first result fast

Core Training Community Feed Gamification
levels · leaderboard

Content →
Community

call out · story ·
insight · CTA

Lead Magnet →
Community

WhatsApp
Bridge

Ad → WhatsApp
→ Skool

Events Partnerships

Mon
Training

Tue
Question

Wed
Wins

Thu
Live call

Fri
Case study

Sat–Sun
light engagement

Seen Progressing Included

1 Free
community

2 Low ticket
R99 challenge

3 Core
R950 / month

4 VIP
coaching · DFY

Give value
all week

Live call
Thursday

Invite
the one ask

see next page5



11 The Honey Pot
A place so packed with value that people are drawn in, stay, invite others and click the links

What goes in the pot — 7 content types

Daily value · weekly live · Win Wednesday · fast replies · one clear next step

12 Sales Call Framework
Six moves from hello to yes · built on Hormozi's CLOSER · a guided diagnosis, not a pitch

Content
reel / post

Comment
trigger word

DM bot
delivers value

Honey Pot
Skool · WhatsApp

Weekly webinar
affiliate link

Drawn to it Stay active Invite others Click the links

Foundations
pinned start-here

Swipe files AI & automation kits Mini-courses Behind-the-scenes

Challenges Resource library

1 Clarify
"What made you book this call today?"
Let them state the problem. Whoever
describes the problem owns the frame.

2 Label
Reflect it back sharper than they said
it. A labelled problem feels half solved.

3 Overview past attempts
"What have you already tried?" Kills the
"we'll do it ourselves" objection early.

4 Sell the vacation
The outcome and arriving there, not the
aeroplane food of features. Two
minutes max on mechanism.

5 Explain away concerns
Surface objections yourself: "money or
time — which is louder?" Silence after
price.

6 Reinforce the decision
Congratulate, restate the smart move,
next step within 24 hours. Beat buyer's
remorse.

Them 60 · You 40 Diagnose first. Prescribe second.

see next page6



13 Skills Framework
How any skill gets installed

You don't need to feel confident before you act. Act, get reps, then certainty follows.

14 Thought → Cash Chain
What you think decides what you bank

controls controls controls controls

15 Valley of Despair
Alex Hormozi · the entrepreneur's cycle of informed optimism

Most people quit in the valley. The ones who make it have a SYSTEM.

1 Get the info
find the expert · study the model

2 Break it down
to the simplest version

3 Practice it 100 times
reps before polish

Repetition Confidence Certainty

Thought Emotion State Energy Cash

Change the
thought

input → state → belief

Change your energy first
shoulders back · breathe · "I'm

all in"

Kill the lie
"I'm not a

salesperson"

Execute the
moves

Uninformed Optimism
"this is going to be easy"

Informed Pessimism
"this is harder than I thought"

VALLEY OF DESPAIR
most quit here

Informed Optimism
"I know what works now"

Success
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16 Perfect Webinar Structure
Russell Brunson · one-to-many presentation from hook to close

Open Teach

Close

Keynote variant (business audience)

Break the belief. Rebuild it. Then let the stack do the selling.

Big promise headline

"On a scale of 1–10, how much do you want
that?"

Who this is for
and who it's not for

The One Thing
the big domino belief

Credibility & proof
why me · photos · numbers

Backstory
"but it wasn't always like this"

Secret #1 · The Vehicle
"this model works"

Secret #2 · Internal belief
"I can do this"

Secret #3 · External belief
"nothing outside me will stop it" · Less is more

"Could someone else do it with my system?"
student results

The Stack
5 things you

need

Price
anchor Bonus Guarantee

2 or 3 options
do nothing · DIY ·

join

Urgency +
close

seats · deadline ·
FAQ

Opening Credibility Proof Principles The Engine Constraints

Solution Shock & Awe
stat + proof + source

Big Idea Choose your hard 3 ways I can help

Stack → Guarantee → Close
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