
The NO BRAINER Offer 
Cheat Sheet



Here’s a crazy, incredible, amazing offer. 
This is an offer you would be an idiot to say no to!

When people reviewing your offer whether it’s good or bad, they are asking themselves 
these things and it’s our job to make sure we communicate this in our marketing

A NO BRAINER Offer MUST say to your prospect: 

9 Steps to Creating an NO BRAINER Offer

• What is it?
• How much is it?
• Is it believable and why should I trust it?
• What’s in it for me?

1. Identify your prospects Problems
2. Decide on what you will be offering
3. Identify the big promise and outcomes to be delivered
4. List process and features 
5. List benefits, benefits of benefits
6. Define the NO BRAINER offer 
7. Intensify the NO BRAINER offer 
8. Define a value for the offer and bonuses
9. Choose price of your NO BRAINER Offer
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Step 1 - Identify Your Prospects Problems

GENERAL INFORMATION

What outcome can I provide for 
people (What is the BIG PROMISE?)

Where are they now
(What do they believe and feel, what 
does it look like)

Current state (Challenges)

What do these challenges impact?

Desired state (Goals)

What would these goals mean and 
do?

What is the gap between the two 
(what is preventing them from 
getting to their desired state)

Values and Worldviews

Specific pain points

What do they currently believe 
(about the problem and solution)

What do they need to believe (about 
the problem and solution)

What DON’T they want (to have to 
do to get their desired state)

Who is this NOT for
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Step 2 - Decide what you will be offering

Escape Arrive Framework 

ESCAPE / ARRIVE FRAMEWORK (Credit: Frank Kern)

Where does your audience want to escape FROM? Where do they want to arrive TO? What are 
the key steps / milestones between the two? 

Escaping From

Milestone 1

Milestone 2

Milestone 3

Milestone 4

Milestone 5

Milestone 6

Milestone 7

Milestone 8

Milestone 9

Arriving To 

This is the escape arrive framework designed by frank kern.
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Problem / Offer Table 

Potential Offers

Problem and Pain Potential Offer

Problem and Pain 1 Potential Offer 1

Problem and Pain 2 Potential Offer 2

Problem and Pain 3 Potential Offer 3

Problem and Pain 4 Potential Offer 4

Problem and Pain 5 Potential Offer 5

Problem and Pain 6 Potential Offer 6
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Step 3 - Identify the Promise & Outcome to be Delivered

Fill out or use the first line from the Avatar Table

Can state the big promise using the 5 W approach (not in order): 

• Who
• When
• Where
• Why
• What

Eg: (Who) Coaches will (What) generate $10,000 per month (when) within 90 days 
(where) from Facebook Ads (why) in order to escape the feast / famine trap



Step 4 - List Process / Features 

LIST OUT YOUR PROCESS and FEATURES

What is the process, step by step and why does each step exist

Step 1

Step 2

Step 3

Step 4

Step 5

6

FEATURE BENEFIT BENEFIT OF BENEFIT

Step 5 - List Benefits and Benefits of Benefits



Another way to think of the above: 

• When people do something, there will be an immediate benefit (this is the main 
benefit)

• As a result of this benefit, there will be a RIPPLE benefit (which is the benefit of 
the benefit)

• If you want to go one step further, you can list what is called the RADIANT benefit 
(which is the long term benefit that occurs due to the benefits) 

• For example: 

• Showing people three types of benefits helps to add power to your messaging 
for your incredible offer

• Feature: Facebook Ads
• Benefit: Generate Leads and Sales for your business
• Benefit of Benefit (Ripple): Make more money in the business and can 

grow the business / live a better lifestyle 
• Benefit of the Benefit of the Benefit (Radiant): Get to go to all of the kids 

school shows and sports games, can provide for ageing parents, better 
relationship with spouse etc
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Step 6 - Define the Offer

DEFINE YOUR NO BRAINER OFFER

What is it?

How much is it?

How will it be delivered? 

What’s in it for the customer?



Step 7 - Intensify the Offer (use the Offer Intensifiers List)

OFFER INTENSIFIERS

Added Value

TYPE WHAT IT IS
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Reduced Friction

TYPE WHAT IT IS

Urgency

TYPE WHAT IT IS

List Bonuses you will provide 
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Step 8 - Define a Value for each feature and bonuses

VALUE TABLE

Feature VALUE

Feature

Feature

Feature

Feature

Feature

Feature

BONUS VALUE

BONUS

BONUS

BONUS

BONUS



Step 9 - Step 9 - Choose price of your NO BRAINER Offer

Price of NO BRAINER Offer: 

This is of course up to you, although a good rule to structure around is that the prospect 
gets 10X the value that its costs to purchase.

Ok… Let’s get to work!!
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