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The 4 Core Principles of Hot Offers 
(aka - How to Create a Hot Offer That Practically Sells Itself) 

 
**** 

 
CORE PRINCIPLE NUMBER #1: MIND the GAP. 
 
The GAP is the distance between the PRESSING PAIN and what they want instead, aka, the 
PLEASURE. 

 
No GAP, no sale!  
 
Most people try to cover “The Gap” in a sales call.  (“What are your challenges? What do you 
want instead?”) 
 
Instead, we bake “The Gap” right into the OFFER. 
 
 
 
CORE PRINCIPLE #2: Point the Finger. 

 
Being Finger-Pointy is when you paint pictures (in words) of things you can POINT at. 
 
We want to paint pictures of the SYMPTOMS of the PAIN. We ALSO want to paint pictures of 
the PLEASURE. 
 
Examples: 
 

● Taco Tuesdays with the girls 
 

● Pricking your finger 6x a day for diabetes 
 

● Not being able to fit on the swing set 
  
We “point the finger” because the brain CANNOT process generalities.  It needs a picture to 
connect the dots, so to speak. 
 
When your clients can’t connect the dots…YOU have to work a lot harder to get them to YES.  
On the other hand… 
 
If you can DESCRIBE a person’s experience in finger pointy terms better than they can, they will 
instantly see you as the expert who can solve their problem.   
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CORE PRINCIPLE #3:  How would THEY – your Highest Level Client – say it? 
 
All PAIN POINTS have manifestations on the physical plane.  They will be different depending 
on WHO you’re talking to.  
 
Consider a to-do list with too much on it:    
 

● A business beginner is going to experience that as OVERWHELM. Paralysis. Not knowing 
what to do first or how to prioritize. 
 

● The experienced high-earner-transformational-leader is going to experience that as a 
never-ending to do list…which might require hiring another team member.   
 

It’s the same pain point…. experienced two different ways. 
 
When you are attracting a client you’ve outgrown, you’re speaking THEIR language instead of 
your Highest Level Client’s language. 
 
And if you’re attracting the wrong client… you’re very likely NOT using the words that YOUR 
clients would use to describe their experience.  
 
That’s why it’s SO important to pause and ask, “How would THEY – my people – say it?” 
 
Which is really: how would they EXPERIENCE it? 
 
 
CORE PRINCIPLE #4: Don’t ask for marriage on a first date 
 
A “Marriage Proposal” is… 
 

● Asking for a high level of COMMITMENT… regardless of price. 
 

● Asking someone to COMMIT to a big-ass program before they’re ready. 
 
Note: “big-ass” can be 8 weeks long if you have stuffed 12 months of content in it. ☺ 
 
The Marriage Proposal is the BIGGEST mistake peeps make with their offers. (Even more than 
lack of specificity!) 
 
You CAN sell long-term commitments right upfront.  But It’s a lot more work. 
 
What we find works way better: give people a “front door” way of working with you that 
delivers ONE, SIMPLE, DISTINCT result. 
 


