Packages, Prices and Punches


What is the one thing you help your clients with? What is the one biggest problem and solution that you offer?



This should fall directly in line with your Stormpiercer.

Now, answer these questions:

1. What is the niche?  
2. What is their current situation?  
3. What is their desired situation? (Should correlate with Stormpiercer, your one big secret)
4. What is it costing them to stay where they are?  
5. What would it be worth to them to get to their desired situation?  
6. What is the minimum work possible that you could do to get them there?  (Map out exactly what you would do for them and how long this would take etc.)  
7. What is a fair but still on the high side price for this offer?  (NOTE: This should be at least $1,000 /month)
Now, write down the three core transformations that your packages provide, based around the biggest three problems. Solving these three problems should solve your larger problem that ties into your Stormpiercer

Problem-Solution 1:
Problem-Solution 2:
Problem-Solution 3:

Write down three monthly retainer packages

Tier 1
Suggested Price Range: $2k+ flat
My Value Delivery Process:
My Pricing:


Tier 2 
Suggested Price Range: $2k+ per month
My Value Delivery Process:
My Pricing:


Tier 3
Suggested Price Range: $3.5k+ per month
My Value Delivery Process:
My Pricing:


Upsells (Optional):

Write 1-3 down any additional add-ons, extra things that customers have asked you for in the past, along with the cost for each of them







Remember, package creation should be fluid but not fuzzy.

It is natural for your packages to shift and evolve as you learn more about your market and get better at what you do.

However, at no point should they be unclear or undefined… You should always have SOME form of your packages crystal clear and outlined in a document.
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Problem-Solution 2:
Story 2:




Problem-Solution 3:
Story 3:





When you’re done, post your answers to this worksheet in the group for feedback.
