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YOUR CUSTOMER MAY NOT BE SAYING 0.
EY MAY JUST HAVE T0O MANY

UNANSWERED QUESTIONS.

-Ambiguity Avers:on Why unclear offers create delay.

Prospects like
the offer... but
keep saying,
‘Let me think.

Maybe the problem

isn t the offer.
| Maybe it's everything owor 5 ol
.\ fhey still don't know |\ .
about it. - .
1’ . ¥ :
) ;___,- 7
_. . \

S  CLARITY REDUCES THE RISK OF SAYING YES.

[@ UNCERTAINTY FEELS UKE RISK j
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THE DESTINATION DIDN'T CHANGE
THE UNCERTAINTY DID.

Ambiguity makes a good offer feel risky.

l THE SAME "E"""‘""“ I{1 SAME DESTINATION...

WOVSES  can see the road, -' ;’-' 3
RASN  the destination ¥
% feels less risky. J\\@*

B { A ch'

@ UNCERTAINTY FEELS LIKE RISK. °
¥ = CLARITY FEELS SAFER. <

Action
_J/
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mmuousn@ CLEAR & PREDICTABLE

Same offer. Different level of certamty

e pertise
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(/ < CLARITY DOESN'T JUST EXPLAIN THE OFFER.
=  IT REDUCES THE RISK OF SAYING YES.
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THE S.URE. FRAMEWORK

Make the unknown known.

SPECEOME | (1)) owenckree
7 Show what happens
J >~ stepbystep [apl

) S . What QXGCﬂy will p ﬁ
Customers don’t need

they get

to know everything.
They need to know
enough to feel safe
moving forward.

What's included, Tell them exactly
excluded, an .  what happens
prd@d’ from here.
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& A answer these |38
S clearly, your |

explain what

Could a customer

| in the first 24 hours

B Remove one unknown from your offer today, ~ “fter they pey?
What exactly will the (2 What outcome are
customer receive? we promising?
—
What happens first? o What happens next?

(@ What is included?

What does the customer
- need to do?

What is the next step?

N

DAY 55 LN REMOVE ONE IMPORT,

P L
\_

ANT
UNKNOWN FROM YOUR OFFER TODAY. -





